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MESHING THE COGS 


T= smooth operation of machinery depends on the different parts articulating 

perfectly. Not only that, but each piece must be in its proper place as the 
smallest gear broken or dislocated will put the whole machine out of operation. 
Furthermore, the gears are rarely interchangeable but each one is designed for a 
specific place and purpose. 


The finest piece of co-operation | have ever seen is a big rotary press printing 
newspapers at an incalculable speed, folding them ready for delivery. I have 
watched one often with admiration for the machine and the brains that conceived 
it and also for the brain that directs it. And occasionally, just to make them 
appear human, some small thing goes wrong——doesn't co-operate—and the whole 
operation stops. 


Co-operation literally means working together but a better definition of its modern 
meaning is working in sympathy or in unison, and it is in this sense that we use 
it in our business. Of course, we collaborate in the sense that we are all trying 
to accomplish one great purpose, but in performing our individual tasks, we co- 
operate—we mesh. 


“The machine is our ideal. For those mechanical restrictions that must be 
placed on its parts, we substitute loyalty to each other and to the company. 
This gives to each individual the largest possible display for his personal ability 
and the largest possible opportunity for his personal development and encourages 
him to express his individuality not only in his work but in his community life.”’ 
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They’ve Got The Goods 








“Cooperation Headquarters” 


Home Office Building of the Peoria Life. Owned 
by the Company, without lien or encumbrance of 
any kind. Built from its current receipts, without 
disturbing the farm mortgage investments which 
have earned the Peoria Life its reputation for: 


“Policies Strong as Farm 
Mortgages Can Make Them!” 














Good 
Contracts 
to Clean, 
Live 
Agents 





A commercial salesman with 
hundreds of items in his line, offers 
possibly only one to this customer, 
and a certain few to another, accord- 
ing to his knowledge of what will 
appeal. But it takes all of them to 
arouse the interest of all his custom- 
ers. He must have the goods. 


A Peoria Life agent has the 
goods: participating and non-partici- 
pating policy contracts; double indem- 
nity and income disability benefits; 
special policies for children, and in- 
surance for women on equal terms 
with men; all the staple plans, plus 
others with distinctively attractive 
Peoria Life features. 


He need never display all his 
wares to win one prospect. But hav- 
ing them all, he is prepared to meet 
any emergency, to satisfy any need. 


Peoria Life Insurance Company 


Peoria, Illinois 
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AETNA LIFE MAY ACT 
IN CHICAGO EMBROGLIO 


Reported Move to Refrain From 
Relicensing “Adjusters” Grati- 
fying to Field 


ISSUES NOW CLARIFIED 
Action of Company and Answer of De- 


fendants in Conspiracy Case Bring 
Out Underlying Difficulties 





It is reported on good authority that 
the Aetna Life, in applying for licenses 
for its Chicago agents this month, will 
refrain from seeking’ licenses for the 
four “life insurance adjusters” who have 
made the Illinois insurance commis- 
sioner, the Chicago Association of Life 
Underwriters, Managers Association and 
others defendants in the conspiracy case 
that is now in the courts. This reported 
action is welcomed by managers and 
agents generally, appreciation being ex- 
pressed for the stand taken by the 
Aetna in alignment with the code of 
ethics of the National association. It 
clarifies the situation in Chicago to a 
great extent and, if carried out, will 
very largely remove the object of the 


hot contention that has existed for a 
long time, 


Answer in Conspiracy Suit 


At the same time, the matter of the 
ethics of the business is further out- 
lined and clarified in the answer filed 
last week by the agents named as de- 
fendants in the conspiracy case. In 
this answer all conspiracy is firmly 
denied and the condition in the Chicago 
field is explained, detailed reference 
being made to the practice called “twist- 
ing’ and the attitude of the profession 
to it. During the week another move 
was made in the case, counsel for In- 
surance Commissioner Houston having 
filed his appeal bonds. This auto- 
matically transfers the case to the ap- 
pellate court, briefs to be filed in 30 or 
60 days, 


Aetna’s Move Gratifying 


‘The reported attitude of the Aetna 
Life in regard to relicensing the com- 
plainant agents is of especial interest in 
the Chicago territory, as the company 
had been severely criticized at public 
gatherings of insurance men for its at- 
titude on the receiving of business 
alleged to have been transferred from 
other companies. Its willingness to 
change its attitude at this particular 
time is welcomed by agents with expres- 
sions of appreciation. Life underwrit- 
ers say that this action will create a 
- oe of good-will towards the Aetna on 
the part of all other agency forces and 
— improve its position in the mid- 
= west. It is a voluntary proposal on 
ne part of the company, being in no 
way connected with the insurance com- 
muesioner or the body of agents. There 
Sno conspiracy in the action, it being 
@ matter determined entirely by the 


WANTS INVESTIGATION 


DAILEY GOES ON WAR PATH 





Hero of Building Materials Probe 
Seeks Further Laurels in Examin- 
ing Insurance Companies 





Senator John Dailey of Peoria, IIL, 
has introduced a resolution in the Il- 
nois legislature calling for investigation 
into the methods of taxation of insur- 
ance companies in Illinois, insurance 
rating and investments of insurance 
companies, 

The life insurance companies are 
principally interested in the investiga- 
tion of investments. The scope of the 
resolution in part is as follows: 

“A full investigation of the policy of 
foreign life, fire, marine, casualty or 
other foreign insurance companies with 
reference to investment or non-invest- 
ment in Illinois real estate securities or 
other Illinois securities; also to make 
an investigation of their investments 
in securities of other states, and the 
kind, character and safety thereof; also 
to make an investigation of all meth- 
ods and practices of such foreign insur- 
ance companies as may be unfair, dis- 


criminatory or inimical to public 
interest.” 

Denies Starting “War” 
Senator Dailey said that he is not 


attempting to start war on insurance 
companies. He thinks a more equitable 
distribution of taxation should be found. 
Such investigation as suggested would 
entail considerable cost to the state of 
Illinois. 

Senator Dailey is the man who con- 
ducted the investigation of the alleged 
building conspiracy in Chicago. It was 
alleged at that time that building trade 
unions were in conspiracy with the 
builders to keep up prices and wages. 
Senator Dailey’s measure was introduced 
into the House by Frank Ryan. 








Aetna. It has simply changed its policy 
in this regard, 


Agents File Strong Answer 


The answer of the association de- 
fendants was filed in the circuit court 
last week by Attorney Slade for Win- 
ston, Strawn & Shaw, the document 
being a most interesting outline of the 
conditions in the Chicago field. It 
minces no words in describing the com- 
petitive conditions and applying the 
code of ethics as set up by the life un- 
derwriters. All conspiracy is denied and 
an explanation is made of the reasons 
for the attitude taken by the agents on 
the practice called “twisting.” While 
the answer does not necessarily bring 
immediate action in the case, it greatly 
clarifies the situation. It is possible 
that the case will be given over to a 
master-in-chancery for hearing, though 
if that is not done, it will go on the 
calendar. From present indications, 
this latter move would result in a delay 
of a year or two before trial could begin. 
This particular answer is made by the 
association defendants only, the insur- 
ance commissioner having filed a de- 
murrer to the case and appeal bonds, 


GOES TO PENN MUTUAL 


STUART ANDERSON’S CHANGE 
& 
Resigns From Mutual Life to Take 
Up Literary and Agency Work 
at Philadelphia 








NEW YORK, Jan. 31.—Vice-Presi- 
dent W. H. Kingsley of the Penn Mu- 
tual Life of Philadelphia was in this city 
Friday last closing arrangements with 
Stuart Anderson, head of the literary 
department of the Mutual Life of this 
city and editor of “Points,” the company 
paper, who resigns to enter the service 
of the Penn Mutual on March 1. Mr. 
Anderson, while editing the Penn Mu- 
tual “News Letter” and having charge 
of the company’s literature, will have 
other very important duties connected 
with field work and will probably spend 
much of his time traveling among the 
agencies. He will work with Vice- 
President Kingsley in connection with 
other supervisory agency duties now 
being handled by Messrs. Jefferies and 
Humphreys. His editorial cares will 
perhaps be inconsiderable in comparison 
with other work which he will under- 
take. 

Mr. Anderson’s Career 

Mr. Anderson has been in charge of 
the literary department of the Mutual 
Life since 1919, succeeding to the posi- 
tion held by Jacob A. Jackson, retired. 
He was before then connected with the 
Massachusetts Mutual Life for more 
than 23 years and for nearly six years 
was editor of the “Radiator,” the com- 
pany’s house organ. His work placed 
the “Radiator” in the foremost rank of 
company papers. He is a lawyer as well 
as a literary light and was in the legal 
department of the Massachusetts Mu- 
tual for some years. He not only has 
a very facile pen but is a splendid 
speaker and has been in much demand 
wherever his talents are known. It is 
believed that the Penn Mutual has 
strengthened its home office agency 
machinery very materially by acquiring 
Mr. Anderson’s services. 

While the Mutual Life is understood 
already to have decided on a successor 
to Mr. Anderson, it is said that no an- 
nouncement can be made at this time. 
For the time being it seems likely that 
“Points” will be edited by Assistant 
Superintendent of Agents Robert E. 
Spaulding who, prior to his home office 
connection, was assistant manager of 
the Chicago branch office under Man- 
ager Darby A. Day. Mr. Spaulding dis- 
claims any idea of trying to run 
“Points” in the manner in which he ran 
the “Organizer”, the agency paper of 
the Chicago office, for which he was re- 
sponsible. 


Supervisors in Conference 


Officers of the Western Life of Des 
Moines called in 14 Iowa district super- 
visors for a conference at the home 
office last week. It was determined to 
make a vigorous drive for $6,000,000 in 
new business this year. Harry St. John, 
secretary, presided at a luncheon to the 
supervisors. President James H. Jami- 
son and Paul K. Lessing, advertising 








(CONTINUED ON PAGE 20) 


manager, talked. 
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TEXAS AGENTS MEET AT 
DALLAS FOR CONGRESS 





Fourth Annual Sales Program 
Staged by North Texas 
Association 





MANY NOTABLE SPEAKERS 





President Eliason of National Associa- 
tion, Thorp, Harris, Wolfe, Albrit- 
ton and Others Give Sales Talks 





DALLAS, TEX., Jan. 30.—The ad- 
dress of President A, O. Eliason of the 
National Association of Life Under- 
writers, outlining the work and aims of 
that organization in the matter of edu- 
cating the public to the necessity for life 
insurance and training men to sell the 
various kinds of policies, was the 
feature of the fourth annual sales con- 
gress of the North Texas Association of 
Life Underwriters here Saturday. Ad- 
dresses by Orville Thorp, past president 
of the association; Henry Camp Harris, 
past president of the local association, 
bankers and business men served to 
create the firm conviction of the 350 
live insurance men present that their 
avocation is now one of the recognized 
leading professions in the business 
world and to imbue the men with the 
rate book with a spirit of optimism cal- 
culated to bring in more business during 
the present year. The annual sales con- 
gress was characterized as the snappiest. 
best attended and most beneficial held 
by the local association. 


President Eliason’s Address 


President Eliason declared the pri- 
mary purpose of the National Associa- 
tion right now might be summed up 
under two heads: First—Self develop- 
ment of the institution by education; 
second—Elimination of the unscrupu- 
lous and unfit. Discussing the first 
proposition President Eliason declared 
that the education is carried on, not only 
through the various local associations of 
the nation, but through the schools 
now offering a full and comprehensive 
training for the profession of life in- 
surance. 

He declared that it is the plan of the 
National. Association to place similar 
courses in the leading educational insti- 
tutions of every state in the Union, and 
that through these courses, part of the 
regular course of study, it is planned to 
teach men the principles of life insurance 
from the writing of applications to the 
intricate detail of the general office 
work. He said the ultimate aim is to 
graduate men for the life insurance pro- 
fession just like they are graduated for 
the profession of law or medicine. 

Urges Elimination of Unfit 

In discussing the second proposition 

the president said the unscrupulous and 


unfit life insurance agent and official 
will soon be a thing of the past. He 





said the educational work will eliminate 
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them. He declared the day of the itine- 
rant life insurance agent is gone and in 
his place has come the salesman with a 
purpose in life and desire to do good in 
his community—the insurance salesman 
who makes that vocation his life’s work 
and whose standing in the community 
is not questioned. The standing of the 
agent of today has been developed by 
new methods of salesmanship, larger 
volumes of business and closer con- 
fidence on the part of the public because 
of the open and above board methods 
pursued. 

“In my opinion the life underwriters 
of this country should enter the year of 
1923 full of optimism and encourage- 
ment, and confidently expecting the 
coming year to show splendid results,” 
Mr. Eliason said at the close of his ad- 
dress. Coming from the president of 
the national association who is closely 
in touch with the situation in all sec- 
tions of the country and who has visited 
and conferred with local associations, 
that statement was considered a proph- 
esy by the local underwriters and 
business men that 1923 will be a banner 
year for the life insurance man with a 
determination to do business and the 
business man who goes after the trade. 


Thorp on “Estate Hazards’ 


Orville Thorp, state agent for the 
Kansas City Life, in a brief discussion 
of “Estate Hazards” pointed out the 
necessity of protecting estates with life 
insurance by calling attention to the fact 
that a man’s estate might be in a seri- 
ous situation at the time of his death 
and that because of things not under- 
stood by his loved ones, the estate 
could, and oftimes does easily pass into 
the hands of creditors. He said that 
any man in the business world or in 
lines where he encounters considerable 
transactions involving money and liens 
on property, should protect his estate by 
life insurance for that purpose. He 
said that many men do not know they 
could do this and that the live agent 
would find life insurance for the protec- 
tion of estates a fertile field for profits. 
He said if a man has no estate he should 
create one through life insurance. 


Henry Camp Harris’ Talk 


Henry Camp Harris discussed “The 
Value of the Iitdividual to the Firm,” 
declaring there is one man in. every 
great businéss who lengthens the 
shadow of the institution. He told the 
insurance men the companies always 
had a place for a man who could and 
would deliver the goods and urged the 
determination to sell more business this 
year than ever before. He talked briefly 
on monthly income insurance, explain- 
ing the features of this policy which 
appealed to the insured and closed with 
the declaration that more of the monthly 
income insurance should be sold be- 
cause it actually protected against all 
emergencies. He said the widow would 
not be “robbed” by bad investments of 
$5,000 or $10,000 paid to her at one time, 
a sum which she had never been ac- 
customed to handling, if she is left a 
monthly income by her husband in the 
nature of an insurance policy. 

M. H. Wolfe, president of the United 
Fidelity Life of Dallas, discussed 
monthly income insurance briefly. He 
expressed the opinion that “monthly in- 
come insurance is just like gold dsl- 
lars.” It is sound, safe and absolutely 
guarantees protection from want and 
insures a home and a living through a 
monthly paycheck which is as certain, 
and more certain than the paycheck of 
the man who carried the policy. Mr. 
Wolfe thought there is no better policy 
being offered than the monthly income 
policy. 

Bankers on Credit Insurance 


C. O. Austin and F. F. Florence, 
Dallas bankers, discussed life insurance 
as a credit and in relation to loans made 
by banks. These bankers declared a life 
insurance policy has become recognized 
by financiers as the best possible asset 
when a man seeks a loan. They said 
the banks are more and more insisting 

(CONTINUED ON PAGE 19) 








| COMPANY STATEMENTS FOR 1922 





ern & Southern Life of Cincinnati 

shows commendable progress. Its 
premiums last year were $11,062,717 and 
the total income was $12,710,751. It 
paid policyholders $7,667,086. Its assets 
were $34,017,031, capital and surplus 
$3,662,094. The Western & Southern 
now has industrial insurance in force 
amounting to $224,281,251 and ordinary 
$72,599,027, making a total of $296,880.- 
278. The Western & Southern made 
some handsome gains last year, in as- 
sets the item being $5,721,100, income 
$1,346,251, insurance in force $31,799,- 
194. The company shows strength in 
every direction, 

Penn Mutual Life 


The annual report of the Penn Mu- 
tual Life, issued last week, shows $377,- 
725,343.20 total payments to policyhold- 
ers since the company was organized in 
1847. Total insurance in force Dec. 31 
last, 347,479 policies, $1,161,920,279. 
New business for 1922 totaled 34,366 
policies, $157,193,448, which was $20,- 
683,910 increase over the preceding year. 
Last year’s receipts, for premiums and 
annuities, $40,170,294.90; for interest, 
adjustment of values, etc., $13,756,010.91. 
Last year’s disbursements: paid to pol- 
icyholders, $30,675,357.27; other dis- 
bursements, 23,250,948.54, including 
$14,219,490.65 added to reserves. 


American of Detroit 


The annual statement of the Ameri- 
can Life of Detroit has been issued 
showing assets $6,988,646; capital and 
surplus $341,524; insurance in force 
$51,089,579. The company paid policy- 
holders last year $1,061,589. The total 
income last year amounted to $2,424,- 
679. The company under the manage- 
ment of Clarence L. Ayres, the presi- 
dent, is making progress in every 
direction. It shows an advance all 
along the line. 


Cleveland Life 


Tes annual statement of the West- 


At the annual meeting of the Cleve- 
land Life, President William H. Hunt 
presented some of the high spots in the 
company’s annual statement. The total 
amount of insurance in force is now 
$32,250,336, and a net gain for the year 
of $1,538,903. Total admitted assets are 
$4,540,922, a net gain of $640,941. Total 
income for 1922 was $1,268,472, total 
disbursements for the year being $663,- 
312. Payments to policyholders for the 
year totaled $290,899. The company has 
paid more than $2,000,000 in death 
claims and payments to beneficiaries 
since its organization. The reserve now 
totals $4,073,890 and in addition capital 
and surplus total $350,000. The growth 
of the company was indicated by Presi- 
dent Hunt in his comparison of recent 
years. Total admitted assets of $4,540,- 
921 in 1922 compared with $1,530,252 in 
1917, $642,015 in 1912 and $157,102 in 
1907. The insurance in force increased 
from $206,500 in 1907 to $8,008,042 in 
1912, $13,788,284 in 1917 and $32,250,336 
in 1922, 

Travelers 


The Travelers has gotten out its de- 
tailed annual statement showing assets 
$250,287,556; new life insurance $556,- 
774,214; insurance in force $2,056,423,- 
733; total payments to policyholders 
$346,160,146. The capital is $7,500,000 
and net surplus $12,598,598. The acci- 
dent and health reserves amount to 
$6,991,669, the compensation and liabil- 
ity reserves $30,221,209. The life premi- 
ums last year were $46,798,637; accident 
$7,976,517; health $2,559,087; compensa- 
tion $13,788,065; liability $12,690,010: 
total $83,812,317; total income $97,434,- 
887. Claims paid amounted to $34,808,- 
130 and there was paid for accident 
prevention in the way of inspection 
service $930,214. 


Illinois Life 


The annual statement of the Illinois 
Life shows total admitted assets of 





$21,500,000, an increase of over $2,000,- 
000 over the figure of the previous year. 
The company now has in force $141,000,- 
000 of insurance, an increase of 
$5,000,000 over the amount in force at 
the close of 1921. The income for 1922 
was $5,000,000. Capital, surplus and 
special funds now total over $3,000,000. 
The Illinois Life has paid policyholders 
and beneficiaries more than $23,000,000 
since its organization. 
Mutual Benefit 


The Mutual Benefit Life reports a 
great year, paying for $180,753,703 new 
business in 1922, compared with $168,- 
516,755 in 1921. Insurance in force is 
now $1,528,749,251, an increase of $112,- 
764,502 during the last year. The com- 
pany has recently announced a special 
dividend of 25 percent in addition to its 
regular dividend for 1923. 


Farmers & Bankers 


The Farmers & Bankers Life of 
Wichita, Kan., has issued its 12th annual 
statement showing assets $3,912,410, 
gain $639,575; capital $275,000; net sur- 
plus $166,679. The insurance in force 
is $32,170,220. The Farmers & Bankers 
has paid policyholders since organiza- 
tion $1,293,147. The company has on 
deposit with the state of Kansas $2,825,- 
360 to protect the legal reserve on its 
policies. This is more than is required 
by law as the legal reserve is $2,633,963. 
The company has grown normally and 
is making splendid progress. 

Bankers Life of Nebraska 


The Bankers Life of Lincoln, Neb., in 
its annual statement shows assets $21,- 
878,190, gain $1,716,125; capital $1,000,- 
000 net; net surplus $6,592,710; gain 
$603,914. The total income was $4,902,- 
253. The income exceeding disburse- 
ments was $1,714,085. Its insurance in 
force was $95,546,229. The mortality 
ratio from Dec. 31, 1905, to Dec. 31, 
1921, is 39.09 percent. The company 
makes a handsome record every year. 


Pacific Mutual 


The Pacific Mutual reports that the 
new business for 1922 totaled $82,000,- 
000, and that in the same period assets 
were fncreased from $65,000,000 to 
$73,000,000; also, that the amount of in- 
surance in force reached a total of 
$433,000,000; while interest earnings on 
investments increased from 6.25 percent 
to 6.48 percent; the company’s mortal- 
ity experience was 46 percent of the 
expected, which is an unusually low 
ratio. 

The Twin City Life of St. Paul shows 
insurance in force Dec. 31, 1922, of 
$4,065,298. Its total assets are now 
$424,155 and the surplus to policyhold- 
ers $144,900. 

Amicable Life of Waco 

The Amicable Life of Waco, Tex., 
under the administration of President 
A. R. Wilson, is making splendid prog- 
Its annual statement shows assets 


ress. 
$4,661,099, gain 9.4 percent; capital 
stock $820,000; net surplus $756,146; 


premium income $720,048; gain 8 per- 
cent; total income $1,116,106, gain 17.3 
percent; insurance in force $23,098,061: 
gain $2,362,695; new insurance last year 
$5,088,412. 


Provident Life of North Dakota 


The Provident Life of Bismarck, N. 
D., shows assets $1,011,164 as compared 
with $842,136 a year ago. Its capital is 
$125,000 and its surplus $138,228. This 
gives it a policyholders surplus of $263,- 
227 as compared with $224,349 a year 
ago. 

° National Life of Vermont 

The National Life of Vermont is is- 
suing its 73rd anual statement. Its 
premiums last year were $12,013,493 and 
total income $17,014,713. It paid policy- 
holders $9,820,218, the total disburse- 


ments being $13,224,705. Its assets are 





LOS ANGELES PROGRAM 


READY FOR SALES CONGRESS 





President Eliason of National Associ. 
ation to Be Headliner at Southern 
California Meeting 


LOS ANGELES, CAL., Jan. 30~ 

The sales congress to be held by the 
Life Underwriters Association of Los 
Angeles, Feb. 2, in honor of O. A. 
\Eliason, president of the National As- 
sociation, promises to be one of the 
most interesting events of this charac- 
ter that has ever been given by the 
local organization. 
' John H. Russell, secretary of the 
‘National Association, is chairman of 
ithe program committee. The congress 
jwill conclude with a dinner and even- 
ing session in the Pacific Mutual audi- 
torium. Mr. Russell announces the 
following program: 


Morning Session 


Introductory remarks, George W. 
\Ayars, president of the local association 
and chairman of sales congress. 

Response by A. O. Eliason, president 
National Association of Life Under- 
writers. 

“The Value of Consistent Production,” 
Guy J. Gilbert, who has a record of 415 
weeks of consecutive production. 
| “The Salesman’s Imaginadtion—A Two- 
(Edged Sword,” George A. Rathbun, 
| A Sales Interview, A. C. Duckett and 
G. R. Lemon. 

“Provisions and Rulings of the Cali- 
fornia Inheritance Tax Law Affecting 
Life Insurance,” Karl R. Levy. 
| Twenty Sales Arguments, Arthur P. 
Chipron. 

“What Is Work?” J. B. Duryea. 


Afternoon 


“This Business of Ours,” W. O. Young- 
blood. 
| Sales Interview, M. F, Fenton and H. 


“Why I Chose Life Underwriting as 
a Profession,” George Hodel. 

“My Answers to Frequent Objections,” 
Nellie Parr. 

“The National A. 0. 
Eliason. 

Analysis of Two Cases, Louis C. Pierce. 
! “The Value of Ready Money to Con- 
serve Estate,” L. H. Roseberry, vice- 
president and trust officer of Security 
Trust & Savings Bank. 

George W. Ayars will be toastmaster 
at the dinner and evening session, and 
addresses will be given by Dr. R. B. von 
Kleinsmid, president of Southern Cali- 
fornia University, and A. OQ. Eliason. 
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$84,510,533; gain $4,748,078; general 
kurplus is $4,915,190; gain $1,165,769 
Its new business last year amounted to 
$52,099,489, gain $1,645,872; insurance in 
force $358,207,155, gain $44,312,901. Its 
mortality ratio was 50.64 percent and 
the net rate of income earned on meat 
ledger assets was 5.19 percent. 

The annual report of the Fidelity Mu- 
tual for 1922 shows 91,000 policies m 
force and new. paid-for business amount- 
ing to $39,031,243. A gain of 16 percent 
was made in the company’s surplus, bring- 
ing the total to $2,211,715. An increase 0 
8.27 percent in the assets puts that sum 
at $51,439,244. Insurance now in force 
totals $239,151,529. Since 1878 the com- 
pany has paid $68,790,088 to its policy- 
holders. 


Increase Railroad’s Group Policy 


W. J. Graham, vice-president of the 
Equitable Life of New York, spent last 
week in Los Angelés attending to de- 
tails in connection with adding the em- 
ployes of the Los Angeles & Salt Lake 
Railroad to the group insurance policy 
carried by the Union Pacific railway 
system, which recently purchased the 
former railroad. This addition ' 
creases the coverage under the grouP 
policy approximately $1,000,000, making 
the total volume of protection invoive 
over $40,000,000. 


Association,” 
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COMPANIES SEEKING 
TO CLARIFY CLAUSE 


Actuary of a Large Company Com- 
ments on Total and Permanent 
Disability Plan 


DEFINITENESS NECESSARY 


Declares That Many of the Old Provi- 
sions Tended to Bring Confusion 
and Misunderstanding 


NEW YORK, Jan. 30.—This is an 
interview with one of the leading actu- 
aries of the country regarding the total 
and permanent disability clause. He is 
at the head of the actuarial department 
of one of the largest life companies, 
but like some other actuaries will not 
talk for publication. He does not want 
his name identified with the comment 
that he makes. Because of the strong 
interest that companies are showing in 
the total and permanent disability 
clause, substandard business, and other 
issues of life insurance an actuary’s 
views these days are as interesting to 
the man in the field as those of the 
head of an agency department. The 
subjoined comment was prompted by a 
number of questions regarding various 
features of the total and permanent 
disability clause: 

Aim Is to Clarify 


“What perhaps a large group of com- 
pany officials with smaller companies 
do not understand is that the whole 
aim and purpose of the larger compa- 
nies at this time is to clear up many 
of the uncertainties that have attached 
to the disability clauses that have been 
used. Every change that has been made 
up to date by this company, and by 
several others that I am familiar with, 
has been for the purpose of clarifying 
the coverage, of making clearer to both 
the assured and the company just what 
kind of cases the clause protected, how 
far the company might be expected to 
go, etc, 

Definite Waiting Time 

“You have noticed that all companies 
have shortened the waiting period, or 
at least put into effect some definite 
waiting time, at the expiration of which 
the total and permanent disability 
clause commences to apply. Before 
these periods of time were included in 
the disability clause there were confu- 
sion and dissatisfaction over the ques- 
tion of when to regard the clause as 
operative. The language of most 
Clauses used stipulated that the total 
disability clause should be in full force 
and effect when the assured was obvi- 
ously totally and permanently disabled. 

1S was too general, too vague. It 
brought misunderstandings and bicker- 
ings. It involved the life companies 
which had a large volume of business 
im a great many unnecessary and un- 
fortunate controversies. Gradually the 
companies began to see the importance 
of getting down to a fixed time, and, 
consequently, 90 days are now used by 
Most companies as a waiting period. 
After an assured is unable for 90 days 
to undertake work of any sort he is 
regarded by companies as totally and 
Permanently disabled, and the disability 
clause begins to function. 


All Are Satisfied 
IO is clear and unequivocal. It 
th shes the assured, and because of 
- annoyance and trouble it removes, 
Satisfies the company. It takes much 


al the uncertainty out of disability 
ee Some have complained that a 
rt waiting period brings to the com- 





OKLAHOMA’S CONGRESS 





ELIASON IS CHIEF SPEAKER 


Plans for Training Courses to Be Given 
Through Y. M. C. A. Told by 
National Association Head 





OKLAHOMA CITY, Jan. 29.—The 
fourth annual life insurance sales con- 
gress to be staged by the Oklahoma 
agents was held last week, under the 
auspices of the Oklahoma Association 
of Life Underwriters, with President A. 
O. Eliason of the National Association 
as the guest of honor. President Elia- 
son, who stopped on his western tour 
during the congress, delivered the prin- 
cipal address of the meeting. Other 
addresses, dealing with every phase ot 
the insurance business, were given dur- 
ing the meeting, followed by round table 
discussions. 

President Eliason explained in detail 
the school that is to be conducted 
through the cooperation: of the Young 
Men’s Christian Association branches 
throughout the country with local 
underwriters, to give special training 
courses in life insurance. Men who 
want to study the profession will be 
permitted to enroll in the classes, it was 
pointed out, whether now life under- 
writers or not. 


Makes Optimistic Forecast 


President Eliason, in his speech, said 
it was the belief that business conditions 
would continue to improve throughout 
the year. No rapid increase was fore- 
cast, but he held that the improvement 
would be steady and continuous. A 
number of short talks were given by 
various salesmen and officials of the 
state and nation. Quartet music by 
members of the association featured the 
evening entertainment. The meeting, 
which closed late in the afternoon, was 
followed by a dinner dance. More than 
200 salesmen from over the state at- 
tended the congress. 

It was announced at the meeting that 
the insurance course offered by the Uni- 
versity of Oklahoma last summer will 
be repeated this year, to begin June 6. 
The University of Oklahoma was the 
third in the country to offer.such a 
course. 


panies a large number of cases of tem- 
porary disability. Undoubtedly this is 
true. Oftentimes a man will be dis- 
abled for a few months, long enough 
to extend him beyond the waiting pe- 
riod of the disability clause, and then 
later recover. When this happens the 
company has certainly assisted in aid- 
ing a man through a period of tempo- 
rary disability, and it may be properly 
said that this is not the purpose of the 
disability clause. But what must not 
be lost sight of is the fact that because 
the waiting period is definitely named, 
controversies over whether or not a 
man is disabled have practically ceased. 
This is of the highest importance to life 
companies. ; 
Trouble Under Old Clause 


“The total and permanent disability 
clause threatened for a time to injure 
the standing of life companies as a 
class. With the old disability clauses, 
companies were piling troubles on top 
of each other rapidly as total and per- 
manent disability claims came _ in. 
There were arguments and discussions. 
Hundreds, perhaps thousands, of as- 
sureds got in the wrong frame of mind 
regarding life companies. This was a 
wholly unequaled situation for the com- 
panies. In the past there had been no 
bickerings with the public. A death 
claim is a clear cut proposition. With- 
out a disability clause a company sim- 
ply guarantees to pay to a stipulated 
beneficiary a specified sum of money 
upon the death of the assured. There 

(CONTINUED ON PAGE 21) 





REFLECT PROSPERITY 
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METROPOLITAN LIFE FIGURES 





Increase in Group and Industrial Indi- 
cates Condition of Employer and 
Employe 





Metropolitan Life managers from all 
parts of the United States and Canada 
held a business session in New York 
last week. President Haley Fiske pre- 
sided at the meeting. 

Mr. Fiske announced that new busi- 
ness in 1922 was about $150,000,000 
ahead of 1920, which was the record 
year previously. The amount of busi- 
ness issued, increased and revised in 
1922 amounted to $1,802,110,686; the 
number of policies in force on the books 
had reached a total of 27,384,445. The 
number of individual policyholders in 
the United States and Canada was 
about one-sixth of the population. A 
significant fact in the new insurance fig- 
ures was that a great amount had been 
taken by industrial policyholders, also 
by employers who had taken out group 
policies on their employes. The indus- 
trial amounted to $775,373,133 and group 
$177,451,764. 

Prosperity Is Shown 


Mr. Fiske stated that he believed the 
large growth in the group and industrial 
departments indicated that favorable 
business conditions prevailed. This 
shows prosperity for both the employer 
and the employe. The workers have had 
more money to invest in insurance and 
the employers had been more disposed 
to provide protection for their work- 
men. 

The company’s income was $340,668,- 
301, a gain during the year of $38,685,- 
601. Its assets have reached the total 
of $1,259,850,325, a gain during the year 
of $144,267,300. The number of policy 
claims paid was 365,276 and the amount 
paid to policyholders during the year 
was $116,520,967. Dividends declared 
payable on industrial policies amounted 
to $9,577,283. 

Welfare Work Reviewed 


The welfare work of the company was 
discussed at length by Mr. Fiske who 
told of the nursing of industrial policy- 
holders, the continuous campaign for 
better health and the sanitarium for 
tuberculosis patients at Mount Mc- 
Gregor. He said that since 1909, when 
this branch of the work was begun the 
amount expended had amounted to 
$26,256,025. He said that in 1911 there 
were about 52,100 more deaths among 
company policyholders than in 1922, a 
reduction of about 30%. The expecta- 
tion of life of Metropolitan policyhold- 
ers has been extended 8% years during 
the last 11 years. 

The entire program was broadcasted 
by radiophone, the addresses being 
heard in all parts of the country. 
Especially noteworthy was the ovation 
given Mr. Fiske when he arose to speak, 
the applause continuing for nearly five 
minutes. 


Pittsburgh Insurance Survey 


A survey made by H. D. W. English, 
of English & Furey, general agents of 
the Berkshire Life at Pittsburgh, which 
showed that that city last year bought 
over $169,000,000 insurance and that the 
amount paid out by the companies in 
death claims and endowments was al- 
most $10,000,000. The survey was made 
by Mr. English at the request of the 
general agents of 35 companies, who 
intrusted to him confidentially the indi- 
vidual writings of each company to 
reach the grand total. The survey does 
not include any industrial business. 
which from partial reports received 
will reach almost $100,000,000 more, 


making a grand total written in Pitts- 
burgh of more than $269,000,000. 





LINCOLN LIFE AGENTS | 
MEET AT HOME OFFICE 





Salesmen Come in From Eastern 
Indiana, Western Ohio 
and South 


REVIEW SALES PROBLEMS 





Agents Exchange Ideas—Plans of Com- 
pany for Future Announced— 
New Rate Book Out Soon 





FORT WAYNE, IND., Jan. 30.— 
The discussion of hard-pan sales prob- 
lems and the of company 
plans for the future made up the three- 


unfolding 


day sectional meeting of agents of the 
Lincoln National Life from eastern 
Indiana, western Ohio and southeastern 
Michigan, at the home office here last 
week. More than 60 salesmen attended. 
Vice-President and Agency Manager 
Walter T. Shepard presided over all the 
sessions and acted as toastmaster for 
the banquet on Wednesday evening. 


The principal address at the banquet 
was made by Vice-President and Gen- 
eral Manager Arthur F. Hall who set 
before his audience, made up of the 
directors of the company, heads of the 
home office departments and the sales- 
men, the goals that the Lincoln Life has 
maintained for itself in the past and the 
achievements that it expects to gain in 
the future. 

Development of Substandard 


Speaking on substandard business he 
said, “The officers of the Lincoln Life 
have never believed that the benefits of 
life insurance protection should be re- 
stricted to the 100 percent physically fit. 
We have always believed that the im- 
paired risk needed. protection for his de- 
pendents far more than did the 100 per- 
cent risk, so we began 12 years ago to 
issue policies to substandard or im- 
paired risks—of course at an increased 
premium which in our judgment would 
pay for the excess risk. 

“Sixty-six companies are now en- 
gaged in substandard business or have 
announced that they will do so at an 
carly date, and as a result the public 
will have much broader and better life 
insurance service.” 


Each Gives an Approach 


The three-day meeting started off in a 
most spirited fashion because J. L. 
Mueller of the home office agency had 
written most of the agents in attendance 
and had urged them to have a 30-second 
approach ready to give in backing up 
his talk on “How I start my sales talk 
so that the prospect wants to hear 
more.” All the agents were called to 
their feet by this method and were 
placed at their ease for the later discus- 
sions. 

G. F. Lofthouse of Detroit presented 
“The main objections I hear these days 
and how I meet them.” He was backed 
up by C. I. Vance of Columbia City, 
Roy Dilts of Angola and W. J. Moran 
of Flint, Mich. 

“Why he signed” was in charge o 
O. F. Gilliom of Berne. He emphasized 
the importance of enthusiasm and senti- 
ment in gaining the signature on the 
dotted line after the prospect had been 
prepared by the body of the selling talk. 
Other speakers on this subject were M. 
J. Malarney of Pontiac, H. C. Vandet- 
berg of Kalamazoo and J. L. Moran of 
Fort Wayne. 

All the devices known to the experi- 
enced life insurance man for digging up 
prospects such as using the newspaper 
and the trade journals and the change 
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of age cards were emphasized by Robert 
W. Fowler, manager of the home office 
agency, under his subject of “Who are 
your prospects?” Harry Haight of 
Flint, Harry E. Curtis and S. E. David- 
son of Pontiac also spoke on- this sub- 
ject. 
Daily Working Schedule Needed 


The importance of a daily working 


schedule was emphasized by J. : e aie Be ; 
Grace of Adrian, Mich., in his address | on “The service of the Underwriting | O. F. Gilliom of Berne, Ind, and R. - 
on “Saving Time.” The value of monthly | Department.” Dr. W. E. Thornton | W. Fowler of the home office agency. J. R. Paisley, president of the Stang. 


income insurance was stressed by W. H 
Ingham of Fort Wayne. H. L. Askew 
of Fort Wayne, J. Wade Bailey of Fort 
Wayne, W. R. McCollister of Portland, 
Ind., W. H. Merriman of Bluffton, Ind., 
and Fred W. Knott of Auburn, Ind., 
each presented “My best sale in 1922.” 

Four women agents present at the 
meeting assisted J. C. W. Coppess of 
Greenville, O., in putting over his topic 
“Insurance for Women.” The sales- 
women who told of their campaigns 


among the school teachers and nurses 
were Mrs. E. Coombs of Fort Wayne, 
Miss Mildred Dalzell of Muir, Mich., 
Mrs. M. Pienta of Fort Wayne and 
Mrs. Wotring of Toledo. 

The second day of the meeting was 
given over to the officers of the com- 
pany for an explanation of the working 
methods of the home office. Secretary 
and Actuary Franklin B. Mead spoke 


talked on “The service of the Medical 
Department,” and Auditor J. J. Klingen- 
berger explained the business forms of 
the company. Superintendent of Agen- 
cies A. L. Dern explained the new rate 
book which is coming from the press, 
and the liberalized provisions now 
being placed in Lincoln Life policies. 


Minute Men Buttons Awarded 


As a feature of the banquet Mr. 
Shepard presented the medals and club 





buttons to the new members of the dif- 
ferent Lincoln Life honorary clubs. 
Special tribute was paid to J. L. Muel- 
ler, who was the first Lincoln Life agent 
to qualify in 1922 for the Minute Men 
Club, an organization which demands 
$100,000 of written and paid-for busi- 
ness in the last four months of the year. 
Other agents at the Fort Wayne meet- 
ing who had qualified for this club were 


Superintendent of Agencies Dern and 
Assistant Superintendent of Agencies V. 
J. Harrold were also speakers on the 
banquet program. 

The third day was given over to an 
open forum for the discussion of the 
particular questions and problems pre- 
sented by the men of the field. Mr. 
Shepard closed the meeting by an ad- 
dress on. “Looking Ahead” in which he 





predicted that 1923 will be by far the 
greatest year in Lincoln Life history. 


NEW 0) FICERS, NAMED 


PAISLEY I} MADE. PRESIDENT 


Chief Execu!”.t of Standard Life of 


Louis Also H*-ds Common- 


wealth o 





ard Life of St. Louis, was elected presi. 
Commonwealth Life o 


dent of the 


Omaha 


Omaha, at the annual election of officers 


of that company last week. 


Several 


months ago the Standard Life py. 
chased practically all the capital stoc 


of the Gommonwealth and the eventy 


consolidation of the companies is cop. 


templated. 


Other officers elected were: Vice-presi- 
dent, W. K. Whitfield; treasurer, George 


L. Tipton, secretary, Charles S. Whit. 
field; assistant secretary, George Nelson, 
Clark O’Hanlon and F. J. Vehling ar 
new members of the board of directors, 
Mr. Vehling, who formerly was pres- 
dent of the Commonwealth, has been 
named state manager for the Standard 
Life in Nebraska with headquarters jn 
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Ins. in Gain Prem. Total Pd. Policy- Total Dis- Omaha. = 
Zeta meanis . Het ive Bus. ; 4g - tm Ine. income Income hetdere buspement Mr. Paisley states that the annua 
ssets “apita Surplus 2d. in 1922 Dec. 3 in . 
Amer. Cent., Ind..$ 9,866,208 $ 137,000 $ 261,458 $31,968,164$115,587, 488 $9,256,992 $ 2 358, 010 $ 8,066, 962 $1,073,133 $ 2.277.553 | Statement of the Commonwealth, which 
Amicable, Texas.. _ 4,661,099 | 820,000 756,146 5,258,412 23,098,061 2,362,695 20,048 6,106 277,832 720,621 | will be issued shortly, will show that 
Atlantic LAfe, va 16,376,834 300,000 ote ae Eo8e 631 90, tk 507 5 sis aac 12825. oe? , a574, 184 1,089,333 Rett y ty surplus of the company has practically 
Bankers Life, Ia.. 56,634,293 ........ ,770, 20 662,093,785 51.318,17 3,342,373 19,548,001 9,155, 892, : : Saatios 
Conn. Mut. ...... 03,261,903 ........ 2'850,000 66,916,878 447,300,037 34.061.033 13,622,046 19°562,288 81916.708 13,222,023 tripled since the Standard organization 
Continental, ‘Ili: 1,930'795 ° 250,000 ~'170,326 12,905,605 30,162,253 7,503,419 869,286 948,596 91,282 84.105 | Obtained control of its management. 
Franklin Life ... 14,622,735 100,000 980,522 29,822/582 135,155,185 5,151,075  3,858.746 4,971,385 1,978,070 3,756,411 
Great Northern... 2,107, 114 226,000 166,174 "2,888,250 16,218,316 1,623,386 445, 609 546,662 116,305 93,189 
Indianapolis Life.. 0 D oetithes 144)! "139,668 34/418.328 4'124°976  1,010/163 1,189,314 2997398 694.443 , , 
Knights Life, Pa.. » 102,840 200,000 138277 9,262,515 14,584,310 3,673,218 434,129 472,040 56,831 291.887 Phoenix Mutual’s New Directors 
Lamar Life ...... 2,078,613 130,000 0,000 7,408°661 23,829°714 3,927,000 668,353 856,949 182,785 506,02 Rages : 
Life Inc. Co., Va.. 32,633,933 2,000,000 2,121,112 37,914,005 230,322,163 16,133,702. 7,655:429 9,477,572 2,315,498 5,976,145 | All officers were reelected at the ap 
Mut. Trust Life. ee tty omaha eo. seneers as Tot -ees 77,211,260 7,518,051 2,740,457 3,225,354 60,213 1,688,815 nual meeting of the directors of the 
New World, Wash. 4,787,035 1,134,500 28/11 830 30;158:119 1/230-811 999:941 1,255,259 307.798 834.9 ad : . 
Occidental, Cal. VS77b42 "250008 «—- 2O1'94T 10'774'321 43026121 3515351 1,391'703 1500162 331.671 1, 224.747 | Phoenix — _,. = sg — 
Ohio National..... 3,935,994 447,860 240,000 10,114,828 38,659,852 3,526,645 1,256,645 1,685,910 233,950 916,899 | meeting of the policyholders five new 
Penn Mut. Life.. 253,715,327 ee a0 isfidi 187, 193.4481, 161.9 26,279 71,162,770 40.170-295 55,220,746 30,675,357 41,001,255 directors were elected. to serve i 
Southland Life.... 7,307,375 BE 66,616,321 324,493 1,800,242 2,228\609 82)f 1,163,743 eigen : we. Frask 
State Life, Ia.... 2,388,794 — 250,000 — 326,424 12,760,990 29,621,750 12,051,151 T4749 L743:949 «288806 | 8389S ~ — pe Fee 
Wst. & So. Life, O. 34,017,031 2,000,000 1,662,094 97,652,821 429,900 7,000 17,101 22,033 7,768 s,212 | Cheney, Jr., Atwoo ollins, Wins 
Wis. State Fund.. 112,187 _...cees 12,061 14,000 296,880,278 31,799,194 11,062,717 12,710,751 7,667,086 7,963,280 | Russell and Frank L. Wilcox. 
Lincoln, Nebraska 
FINANCIAL STATEMENT OF JANUARY FIRST, NINETEEN HUNDRED AND TWENTY- THREE 
ASSETS LIABILITIES 
First Mortgage Farm Loans.................0+: $16,513,567.42 Reserve (Full Net Level Reserve)............... $14,702,529.62 | 
ees ee OG n.d ac vovewaeenewsaces 215,726.10 ee Ee ee eS eee er 22,046.00 
Cash Loans on Company Policies................. 2,892,268.93 Premiums Paid in Advance. .......ceccecccsceces 6,453.97 
CA SE PER ccc cntecscnsescessnece 100,750.00 Taterest Paid tm AGvamce’. ones cccccccccsccccsccs 82,054.84 
Municipal Bonds ..........cscseecsesescscvcvess 921,852.95 SO GE MINI oc eveonaccacsccrevecyeee 17,436.29 
Liberty, Victory and United States Bonds........ 599,323.06 EE JUUUNEIEE no cocectncssadsaveevneasesece 1,125.98 
Home Office Building........ bad ddese Wee ekdcns et 148,946.81 Reserve for Dividends and Installments left with 
Interest Accrued, Not Due.............cseceeeees 325,473.19 CI sc dadiiceseswiensedcetedcépedsseede 10,030.87 
Net Deferred and Unreported Premiums.......... 160,281.20 NN iad eee ccee ee ee head diniwed 326,665.12 
Furniture and Fixtures Account................. None Reserve for Salaries, ledical Fees, etc........... 17,137.23 
Collateral Loans ........cccccccsccccscccccseces None CRIED POMEL 0.6.0 660400460000064000900006000060 100,000.00 
eT. obo abdcesahondskaieuss6eebss sees one Surplus for Protection of Policyholders........... 6,592,709.74 | 
RG Sih ditties ahs Sad cee isles he a beedenedeees None 
EE DON: oes vais.ccsscccsesesceees None 
Ca a a adi es Sb eee as None 
———————————— ——$—— 
Assets, December 31, 1922....... a ae ee $21,878,189.66 ee ce a Oke en $21,878,189.66 | 
RECORD OF NINETEEN HUNDRED AND TWENTY-TWO 
Gain in Surplus.........cccecpecsccscccccessccnce $ 603,913.50 EEE OL AS hee a, eee eee $4,092,252.74 
Gain in I Sate cc we ndcloie b2 <u dtsines Stemwwe danas 956,833.18 eh + benitnnsiathoedvisaensennagete 1,799,462.20 
OD on ce os kmh bbhibls Da veneee nue ie 1,716,124.91 Income Exceeding Disbursements ...............- 1,714,085.35 
Insurance in Force December 31, 1922—$95,546,228.76 
Percentage of Death Losses Paid to Mean Insurance... .0.386 Percentage of Total Terminations to Mean Insurance.....- 8.27 
Average Percentage of Actual to Expected Mortality, December 31, 1905, to December 31, 1921... :39.09 
WE LEAD THE WORLD IN OUR HOME. STATE IN OLD LINE INSURANCE IN FORCE | 
| 
_—__—__ 
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73rd Annual Statement 


National Life Insurance Company, Montpelier, Vermont 


YEAR ENDING DECEMBER 31, 1922 








INCOME 1922 














DISBURSEMENTS 1 1922 



































Premiums for Insurance..... $12,013,492.75 ; Death | aaa PRED: 2,82 23, 282. 71 
Interest and Rents........... 4,144,003.29 Dividends .....-..+.++e+e0e. 2,957,155.83 
; : rs : i606 enka ed eed wee 692,800.70 
Considerations for Life Annui- , Supplementary Contracts .... 67,836.42 
CHES crccccccccvccssccecees 635,936.01 Matured Endowments ....... 1,557,311.41 
Considerations for Supplemen- Surrender Values Sarre 1 092,285.93 
tary Contracts ............ 122,028.28 | pisanulty apa RR avant a8 
a ; ridends left with Company. 
Dividends left with Company. 90,145.01 " " a ee sities aia ess 
' Total to Policyholders....... / 
All other sources......:.... host 9,108.05 All other Disbursements..... 3,404,486.64 
SE PP PRT $17,014,713.39 WEPEEE i cccnrvncoceese voce .$13, 224, 705. 11 
ASSETS "LIABILITIES 
Government, State, and Muni- Insurance sod A nnuity Re- 
cipal Bonds at Market Value Es pe ee $72,908,018.71 
Se ee Death Claims Reported, Proofs 
(Par Value $29,879,759.03) os ge Pre rrrre re 205,396.73 
Mortgages, First Liens....... 35,850,857.44 Death Claims Estimated to 
Policy Loans and Premium Exist but not Reported.... 125,000.00 
RP re ae 13,323,113.44 Endowments and Annuities ip 
Real Estate, Book Value...... 1,320,327.21 Process of Settlement...... 80,193.30 
Cash in Banks and Office.... 715.135.18 Death Claims Resisted....... ‘ 9,000.00 
sc ; Contingent and Other Liabili- 
Interest and Rents Due and dion 158,537.24 
SEE cc bn Pee naenssoouse 2,145,423.81 “i a ae a a at am ane 
Taxes Payable in 1923........ 387,018.76 
Deferred and Unrepor’ d Pre- - - Dividends Due and Unpaid... 123,190.65 
PE Sev eececeonseceseues 1,605,764.25 Dividends Held and Accrued, 
Due from Agents (net)...... 6,501.78 Interest thereon .......... 260,923.74 
Dividends Payable in 1923.... 3,253,992.21 
Deferred Dividends ......... 2,084,072.11 
General Surplus ............ *4,915,189. 9.69 
NN al a $84,510,533.14 _TOTAL . ae SO eee Be oT $84, 510, 533.1. M4 


*The General Surplus would be $5,353,502.90 if securities were wtinde on n the Amortized basis 
as used by Massachusetts and New York. 


Increase of Insurance in Force ............. 


(whine che eh eeesevesetdeea *... $24,312,901.00 


EEE RS EE Tree Fee ey et oe Ae 4,748,078.00 

Emerenne i Pate-Gor Mew TRGPAWGGs co.cc ccc ccc sccccccccccccccsssvdecese 1,645,872.00 

ee ee EE UU as os in odie ube 4 6 6 0Us OW060006 646.00 460n KOS 1,165,769.00 

SETORSS Gh PRVUNGMEN GO FOMCVRONEOTOs oo ccc ccc cccscsessccscccseccccsecs 831,217.00 
INSURANCE ACCOUNT , 

Issued and revived in 1922............ PO rv ecceaecees Insuring $52,099,489.40 

In force December 31, 1922........... ee Ferrer Te Insuring 358,207,165.40 


Net Raté of Income Earned on Mean Ledger Assets, 5.19% 


Actual to Expected Mortality, 50.64% 
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Pallbearers as Prospects 


Should this strike you as a gruesome suggestion, just 
remember that sooner or later every man must rely 
upon his best friends to serve him in this capacity. 
Will these friends also bear to the grave all of the 
hopes of those bereaved? Does their livelihood, their 
independence, their whole means of continuing life in 
comfort, their opportunities, lie also in the casket? 


These friends who have rendered this last solemn 
duty have met the situation imposed by death face to 
face. The serious need for that protection which life 
insurance alone can give has been impressed upon their 
minds. They will respond to life insurance suggestions. 


Though you may be inclined to sympathize in silence, 
is it not your duty as an underwriter to approach 
them when they are most approachable? One of our 
agents has found that pallbearers are among his best 
prospects, anxious to understand and accept the 
service which he offers. 


The Franklin Life Insurance Company 


Springfield, Illinois 
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Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 





Mutual, with unexcelled dividend factors. 
Mortality, 1922, 42% 

Interest earned upon mean invested assets 6.15% 
Assets of $109 to each $100 of liabilities. 


Business in force, Dec. 31, 1917, $54,193,000 
Business in force, Dec. 31, 1922, $152,530,000 


Excellent direct general agency contracts available for Missouri 
Kansas, Southern Ohio and Virginia 


CMM MMMM UL aul HILT ——— 
ROYAL UNION MUTUAL LIFE 


Insurance Company 
DES MOINES, IOWA 


Incorporated 1886 
FRANK D. JACKSON, President SIDNEY A. FOSTER, Secretary and Vice President 
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Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 














Ten Leading Personal 
Producers in 1922 Are 
' Listed by Companies 


ISTS of the ten leaders in personal 
production for their respective com- 
panies in 1922 include the following: 
x* * * ° ‘ 
Mutual Benefit Life—S. W. Sturm, 
Cincinnati; T. H. Bennett, New York 
City; C. W. Hamlin, Buffalo; G. H. 
Beach, Detroit; W. E. Wright, Toledo; 
W. H. Stanley, Buffalo; W. M Booker, 
Toledo; W. H. King, Lima; J. 
Stokes, Jr., Philadelphia; W. H. Beers, 
Jr., Rochester. 
> om 
Union Central Life—B. A. Wieder- 
man San Antonio, Tex.; B. C. Sasse, 
Corpus Christi, Tex.; S. Howard Swope, 
Cincinnati, O.; F. A. Cotharin, Chi- 
cago; Frank Boehm, New York; R. R. 
Jennett, San Antonio, Tex.; Joseph 
Gross, New York; S. M. Folsom, Los 
Angeles; D. Allan Gates, Jr.; Little 
Rock, Ark.; R. A. Sasseen, New York. 


* * * 


Guardian Life of New York—C. H. 
Von Breton, Los Angeles; J. T. Finne- 
gan, St. Louis; David Goodfriend, New 
York City; S. D. Chubb, Los Angeles; 
E. A. Gillispie, Shreveport; Sol Sieg- 
man, New York City; T. W. Morgan, 
Cleveland; L. B. Scherrer, St. Louis; 
A. L. Tschannen, St. Louis; J. H. Mau- 
rer, New York City. 

x* * * 

Ohio National Life—D. S. Bromley, 
Clarksburg, W. Va.; W. C. Temple, 
Dallas; Freeman Essex, Middletown; 
C. F. Wetzel, Cleveland; George C. 
Hill, Sandusky; R. R. Comstock, To- 
ledo; L. G. Linman, Ionia, Mich.; D. 
D. Hammond, Charlotte, Mich.; W. H. 
Jurgensen, Lincoln, Neb.; J. W. Mill- 
holland, London, O. » 

* * * 

Manhattan Life—Gartlir, New York 
City; Eidler, New York City; Chalkley, 
Montana; Nadelweiss, New York City; 
Uebel, New York City; Read, Louisi- 
ana; Bernstein, Rochester, N. Y.; Em- 
ery, Texas; Sacken, New York City; 
H. G. Culbreath, Colorado. 

* * * 

Fidelity Mutual Life—P. J. Grogan, 
Johnstown, Pa.; Wilson Slick, Johns- 
town, Pa.; C. M. Hunsicker, Philadel- 
phia; F, L. Bettger, Philadelphia; S. H. 
Gettis, South Central Atlantic; Karl 
Collings, Philadelphia; R. J. Seiberlich, 
Minnesota; R. C. Grimes, Northern 
Kansas; E. S. Freeman, South Central 
Atlantic; Sol Lilienfeld, Southern New 
Jersey. 

* * * 

North American Life of Canada— 
F, X. LeBlanc, Montreal; T. E. Bourke, 
Montreal; W. R. Brown, Winnipeg; 
A. C. Lawrence, Nelson; W. S. New- 
man, Winnipeg; Max Stern, Calgary; 
L. Cohen, Calgary; L. H. Hyatt, Chat- 
ham; F. L. Cooper, St. John; G. H. 
Eaton, Calgary. 

*x* * * 

Franklin Life, Illinois—W. F. Work- 
man, Illinois; D. E. Cook, Alabama; 
E. H. Redlich, Illinois; R. L. Colby, 
Indiana; W. J. Olive, Michigan; F. T. 
Kuhl, Illinois; J. C. Biggers, Kansas; 
William Lawrence, Alabama; J. Fred 
Ellis, Missouri; M. R. Burton, Florida. 

x * * 

Minnesota Mutual Life—E. S. Albrit- 
ton, Texas; Sam R. Weems, Texas; 
Thomas J. Dowling, Texas; H. E 
Moen, Wyoming; Benjamin Jacobson, 
Michigan; H. George Baird, Minne- 
sota; George C. Hayward, Minnesota; 
H. . Muldrow, Oklahoma; C. D. 
(“Pat”) Oreckovsky, Minnesota; Edw. 
Lichtig, Michigan. 

*x* * * 

Reliance Life—E. J. Schellentrager, 
Western Pennsylvania; W. C. Krauss. 
Oklahoma; P. F. Sheedy, Western 
Pennsylvania; E. W. Armstrong, Cali- 
fornia; S. I. Rosenberg, Seaboard; 


J. A. Quinn, Western Pennsylvania; L. 





Andrew Johnson, Eastern Pennsylvania; | ¢ 


G. Stephens; F. J. Never, Florida; Tom 
Pruett, Oklahoma. 
x * * 

John Hancock Mutual Life—(Ordi. 
nary): N. Langberg, New York; A. J. 
Jehle, Detroit; V. Bellucci, Long Island 
City; J. Newman, New York; W. Phil. 
lips, Boston, J. Rosen, New York; |, 
Finkelstein, New York; E. Rothschild, 
Cleveland; J. Harington, Pittsburgh; 
W. Lobman, New York. (Industrial): 
H. Grohan, Stamford; H. Johnson, 
Cambridge; E. Shute, Malden; J. ¢ 
Colletti, Cambridge; J. McNamara 
Stamford; J. Davern, Chicago; A, J, 


M.|Jehle, Detroit; E. O’Donnell, New 


Britain; J. Cipullo, Waterbury; F 
Andrysiak, Elizabeth. 
es 8 


Equitable Life of Iowa—Sigourney 
Mellor, Philadelphia; W. St. John, Des 
Moines; R. H. Sheldon, Los Angeles; 
E. W. Stanley, Wichita, Kan.; W. ¢ 
Eador, San Francisco; G. M. Marshall, 
Chicago; F. C. Dibble, Akron, O.; P. 
B. Rice, Harrisburg, Pa.; E. L. Isaacs, 
St. Louis; R. O. Claypoole, Philadelphia 

es & 


Missouri State Life—James A. Walsh, 
Chicago; Robert C. Newman, St. Louis; 
W. R. Robinson, Philadelphia; James 
F. Halley, St. Louis; William King, 
Grand Rapids, Mich.; E. D. Finch, Jr, 
Newark, N. J.; Otis J. Backenstoce, 
Tulsa, Okla.; Leo R. Schuster, Texas; 
R. E. Carroll, Atlanta, Ga.; J. T. Tim- 
berlake, Nashville, Ten. 

*x* * * 


Pacific Mutual Life—Charles L 
Lewin, Los Angeles; Danford M. Baker, 
Jr., Los Angeles; T. F. Cantwell, Los 
Angeles; Fred L. Hirsch, Dallas, Tex; 
J. D. Adams, El Centro, Cal.; E. C 
Phelps, Phoenix, Ariz.; J. O. Wester- 
velt, Los Angeles; Sam Garber, Cleve- 
land, O.; R. A. Brown, Los Angeles; 
W. Richey, Los Angeles. 


PRUDENTIAL’S PROMOTIONS 





Seven Boosts Given on Official Staff 
—Hurrell Becomes Second 
Vice-President 





The Prudential has announced the fol- 
lowing promotions as having taken place 
since Jan. 1. Alfred Hurrell has bees 
promoted from third vice-president and 
general solicitor to second vice-president 
and general solicitor. Richard L. Riker 
has been promoted from cashier to as 
sistant treasurer. Clifford W. Brown 
has been made cashier, being promoted 
from assistant cashier. Joseph E. Pot- 
ter has been promoted from assistant 
medical director to associate medical 
director. John Terry, formerly acting 
manager of the group insurance depart: 
ment, has been made manager of that 
department. Floyd M. Lanning ané 
George L. Lary haye been made asso 
ciate managers of the group insurance 
department. 


Massachusetts Mutual Changes 


The following changes in the official 
staff of the Massachusetts Mutual Life 
are announced: 

Richard Little, a member of the actt- 
arial department, was elected an a& 
sistant actuary. ; 

Wrayburn M. Benton, agency "- 
spector, was advanced to the office o 
assistant superintendent of agencies. 

Anthony E. Veith and Joseph M. 


"| Ross, assistant agency auditors, wef 


appointed agency auditors. 

Richard R. Doland, formerly agency 
auditor, will hereafter give his enti 
time to the supervision of the agency 
auditing department at the home olict, 
under the title of manager of that d 
partment. 


Lawrtnce Priddy of New York is plat 
ning to visit Richmond, Va., Feb. 15, 
attend the annual meeting of the %0" 
ginia Polytechnic Institute Alumn Anat 
ciation, of which he has been prema is 
or a number of years. Mr. Priddy 
originally from Keysville, Va. 
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COMMENT ON THE YEAR ( 








VALUE OF LIFE INSURANCE 





New England Mutual Life in Telling 
About the 1922 Results Gives In- 
teresting Information 





In submitting the 79th annual report 
of the New England Mutual Life the 
directors give some interesting informa- 
tion regarding the company and the 
results of the year. The.report states 
that the wonderful record of advance- 
ment made by life companies during the 
last five years reflects a practical ap- 
preciation of the value of life insurance 


protection by the people. Continuing |, 


the directors say: 
Comment on General Business 


These companies have proved them- 
selves in every way worthy of public 
confidence; and they are recognized as 
competent to provide that protection to 
family, home and business which can 
be secured through no other agency. 

The broad and liberal service made 
possible by the experience of recent 
years has put life insurance in the front 
rank of protective institutions. The 
community of interests, which lies at the 
very basis of its appeal to men generally, 
is at once the guaranty of its security 
and the source of its growing popularity. 
No social force of our day has reached 
the high level of combining self-help and 
mutual help that life insurance has now 
reached. 

This service has been approved and 
accepted in generous measure by those 
whose vital interests life insurance 
undertakes to safeguard and perpetuate. 

The soundness of the system, under 
which the companies are operating, is 
proved by their being able to overcome 
the serious confusion and disturbance 
imposed by war, epidemic, financial de- 
pression and the readjustment of busi- 
ness in the last five years. 


Increases Are Shown 


Showing the growth of the New Eng- 
land Mutual during that time the assets 
have increased $43,417,500 since 1917; 
surplus $1,518,712; premiums $9,289,876; 
total income $12,144,288; new insurance 
written $33,008,288; insurance in force 
$285,303,100. . 

In commenting on the death claims 
the directors say that deaths due to 
murder, suicide, automobile and other 
accident continue to increase from year 
to year. Permanent disability claims 
also show a marked increase, the prin- 
cipal causes continuing to be tubercu- 
losis, insanity, and paralysis. The aver- 
age age of death was 55.4 years. The 
average duration of policy was 16.7 
years. The net mortality of the year 
was well within the tabular expectation 
but was somewhat higher than 1921 
when the death rate of the entire coun- 
try was lower than for any year since 
official and vital statistics were available 
for comparison, 
walt mortgage loans now amount to 
$24,106,551 an increase of $1,518,368. 
The New England Mutual says that 
the privilege of borrowing on the 
security of policies has not been exer- 
cised as freely as for several years past. 
More loans were repaid in cash than in 
any previous year. The total amount 
ol its policy loans is now $20,728,396. 


Made Agency Supervisor 


The Continental Assurance has ap- 
Pointed E. A. Johnson, agency super- 
visor. Mr. Johnson will devote his 
entire time to the field force of the Con- 
mental Assurance. Mr. Johnson has 
oo general agent for the Continental 
ae with offices in Chicago and 
“ - Jil. He has specialized largely 

ule insurance and the non-cancellable 
Policies and will devote his time to de- 


veloping these two b 
A s ranches of th ° 
tinental business. Ge Sen 


John E. Norman 
wot and Stanley K. Coff- 
Lite have joined the Connecticut Mutual 
been = Huntington, W. Va. They have 
eral Bae RO partnership for sev- 
s uce 
business of about $2,000,000 a year. — 














“PAY STOPS” 


HE value of a railroad depends upon its 

“pay stops”. If half the stations along 
its way produce no passengers or freight the 
railroad runs at a loss. 





Your interviews are your “stops”. The more 
successful interviews you can conduct in your 
territory the better your contract pays. 


You have a chance to make every interview 
pay you returns when you hold a Lincoln 
Life contract because the Lincoln Life ac- 
cepts women on the same basis as men; it 
allows you to write people engaged in haz- 
ardous occupations and with physical impair- 
ments. The Lincoln Life will accept the 
risk on practically every application you send 
in and will get your policy back to you for 
delivery in record breaking time. 


You can earn big returns from the “pay stops” 
afforded you when you 





The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Indiana 
Now More Than $235,000,000 in Force 
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DAKOTA LIFE 
INSURANCE COMPANY 


WATERTOWN, SOUTH DAKOTA 


A strong conservatively 
aggressive Company 


If YOU’RE big enough to handle a 
General Agency, and can prove it; 
willing to demonstrate your produc- 
tivity before asking for special con- 
cessions, WE can arrange a direct 
Home Office contract with expense 
allowance in Montana, North Dakota, 
Colorado, Minnesota and Nebraska. 














1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Company of Stability and Progress, 
Safety and Liberality 


Admitted Assets Insurance in Force 
SS eee $12,431,725.00 $ 67,326,327.00 
(Eee se 44,995 738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 


Address:—Home Office: Des Moines 




















New Disability Clause 


Two years ago this Company devised a Disability provision which was far in advance 
of any that had been previously contained in a life insurance policy. We now announce 
a new Disability provision. Its features are: 

Immediate beginning of a lifelong monthly income. - 

When total and permanent disability has lasted five years, the monthly payment will 
thereafter be increased 50%. 

When total and permanent disability has lasted ten years, the original monthly pay- 
ment will be increased 100%. 

Total disability that has lasted three months will be assumed to be permanent. 

Waiver of premium, of course, together with full annual dividends and a full annual 
increase in cash surrender value. 

As age increases, and the family income dwindles through diminishing resources, the 
disability income increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New Yor 


34 Nassau Street, New York 














PROTECTS HER ESTATE 





‘HEAVY BUYER OF ANNUITIES 





Death of Mrs. Roxy M. Smith Brings 
Out Some Interesting Data as 
to Her Estate 





NEW YORK, Jan. 31.—An appraisal 
filed last week in the estate of Mrs. 
Roxy M. Smith, widow of William Van 
Rensselaer Smith, a former partner in 
the millionaire coffee firm of Arbuckle 
Bros., shows that while the taxable 
estate of Mrs. Smith is fixed at $2,990,- 
168 gross and $2,804,357 net, she had in- 
vested $2,500,000 in a series of annuities 
within two years of her death. 
understood that the Metropolitan Life 
is the company interested. 

Three annuities were payable to her- 
self, and upon her death to her son, 
William E. Smith. One of $500,000 
yielded $18,285 quarterly, one of $350,- 
000 gave her $12,799, and one of $100,000 
brought her $5,845. 


Four Other Annuities 


Mrs. Smith had also invested in four 
other similar annuities, one for $500,000, 
paying $8,475 quarterly; one for $400,000, 
paying $7,280; one for $500,000, paying 
$9,010 and one for $100,000, paying $1,- 
780. Her son gets the payments on all 
these, and upon his death the payments 
on all but one of the $500,000 policies go 
to his estate, while the latter went to 
Mrs. Beatrice Nugent Trenkman, grand- 
daughter of Mrs. Smith. These annui- 
ties are not taxable and are not included 
in the valuation of the estate. 


To Avoid Income Tax 


An affidavit of Mr. Smith explaining 
the purchase by his mother of so many 
policies of this nature within two years 
of her death, said that when she bought 
them she was 88 years old, and was in 
fair health, but two months before her 
death she fell and broke her hip, the 
shock and injury resulting in her death 
on Aug. 8, 1921. She intended to buy 
more, he said. 

“These purchases were made by the 
decedent as a good business investment 
for her funds to avoid the large income 
and other taxes payable,” said the son. 
“She had in view her expectancy of life 
for some years at the time of their pur- 
chase, and that by outliving the ex- 
pectancy she would receive more than 
was paid to the vendor.” 

This statement by the son may or may 
not attract the attention of the internal 
revenue commissioner as involving a 
anticipation of 


transaction “made in 


death.” 


Plans Building and Loan Department 


The Standard Life of St. Louis con- 
templates extending its combination 
bank savings-whole life insurance policy 
to the building and loan association 
field. A separate department in charge 
of an expert on building and loan asso- 
ciation savings plans is being organized, 
and endeavor will be made to interest a 
number of building loan associations in 


St. Louis and elsewhere in the plan. The 


payment would be on the same basis as 
the bank savings plan, except the 
monthly payment would conform to the 
maturity period of the savings associa- 
tion and the interest payments would be 
6 percent instead of 3 or 4 percent. 


Union Central Meeting 


The annual agency meeting of the 
Union Central Life will be held in New 
Orleans, La., Feb. 26-28. A_ special 
train will leave Cincinnati Feb. 24. The 
time of the convention will be given 
over to a discussion of various develop- 
ments and plans for the coming year. 
The social features of the convention 
will be an automobile ride over the city, 
a visit to the New Orleans Yacht Club 
at Lake Ponchartrain, dinner dances 











and dinners. 


It is’ 


INVESTMENT BILL up 





KANSAS MEASURE DISCUSSgp 





J. Henry Johnson of Oklahoma Cit, 
Manager of National Life of Ver. 
mont, Gives Views 





J. Henry Johnson of Oklahoma City. 
manager of the National Life of Ver. 
mont, comments on the statement that 
is going the rounds in some of the 
papers to the effect that an attempt js 
being made to pass the Texas Robert. 
son law in Kansas, which provides that 
75 percent of the reserves on Kansas 
policies must be represented by Kansas 
securities. The statement read that the 
life companies now buy considerable 
amount of Kansas bonds and _ farm 
mortgages, but few if any of them 
maintain 75 percent of their reserves 
in Kansas securities. 


Practical Working of the Law 


Mr. Johnson states that this is not in 
accord with the facts. He says that 
the practical working of the Robertson 
law in Texas has demonstrated that it 
is not a good statute. Kansas, he says, 
is a heavy borrowing state. He thinks 
that the combined investments of all 
the companies operating in Kansas are 
much more than the full reserve on 
policies carried in that state. The Na- 
tional Life of Vermont on Dec. 31, 1921 
had invested in bonds and mortgages 
in Kansas and had loans on policies 
amounting to $5,289,223. The total in- 
surance of the National Life in Kansas 


on that date was $5,252,346. Mr. John- 
son then says: 9 
“Our investments in Kansas _ were 


more than the total amount of insurance 
in force. Roughly speaking, the re- 
serve on our life insurance in force, 
that is, the company’s business as a 
whole, is less than 20 percent of the 
amount of the insurance. If the same 
ratio applies to Kansas, and it would 
probably be less, then we would have 
many times the amount invested re- 
quired by such a law. If every state 
would pass such a law they would con- 
pel the eastern companies to withdraw 
large amounts of money from the west 
and take it back east where it earns a 
lower rate of interest.” 


HOUSE COMMITTEE IS NAMED 





C. L. McMackin of Salem Is Appointed 
Chairman—List of the Members 
From Illinois Legislature 





The insurance committee in the IlIli- 
nois house of representatives has been 
organized with C. McMackin of 
Salem, Ill, as chairman. The other 
members are William M. Brinkman, 
Chicago; Sheadrick B. Turner, Chicago; 
James P. Boyle, Chicago; Sidney Lyon, 
Chicago; Ralph E. Church, Evanston, 
Ill.; John W. Gibson, Chicago; Thomas 
A. Doyle, Chicago; George A. Fitz 
gerald, Chicago; Gothard A. Dahlberg, 
Chicago; John P. Hart, Aurora; Thomas 
Curran, Chicago; Joseph Perina, Chi- 
cago; Michael Fahy, Toluca; Charles 
E. Marinier, Chicago; John F. Barry, 
Chicago; William F. Daley, Chicago: 
Benjamin M. Mitchell, Chicago; Edward 
M. Overland, Chicago; William G. 
Thon, Chicago; Theodore R. Steinert. 
Chicago; John Paul, Chicago: Carl 
Mueller, Chicago; James J. O'Toole, 
Chicago; James H. Foster, Macomb; 
William C. Maucker, Rock Island; S. 
Hyatt, Quincy; Otto C. Sonnemann, 
Carlinville; Lee O’Neil Browne, Ot- 
tawa; Lincoln Bancroft, Greenup: 

A. Gresche, Madison, and Ed Rya®. 
Lawrenceville. Mr. Maucker of the 
committee is a local agent in Rock 
Island. Mr. Bancroft conducts a ft 
ciprocal institution. , 
Harold C. Kessinger of Aurora 38 


chairman of the Illinois senate insurance 





committee. 





Februat 
W ha 


J. 
e ins 
mto the 
tistics a 


S arrive a 


ie eA i as. CT 





ry ne 
Cet 


there ha 
showing 
ages wl 
Bankers 
by the 
Mr. De 
that his 
rect. T 
is as fol 


' Devney’ 


6 have 
7 are | 
62 have 
25 are ' 


14 have 
1 is ri 
10 are ' 
53 have 
22 are ' 


23 have 
1 is ri 
13 are 1 
40 have 
23 are | 


42 have 
1 is ri 
7 are | 
50 have 
incol! 
with 
ceivi 
othe 


22 al 


67 have 
3 are ' 
30 have 
inco! 
with 
ceivi 
this 
noth 


Esta 


Devney 
9 leav 
prod 
more 

27 leav 
prod 
am 

64 leav 
mos! 
ing. 


Finar 


At t 
City ¢ 
Mutual 
to T. 
Robert 
produc 
were { 
pects 
Amick 
with a 
first di 
Oklah« 
the sp 
cussed 
and ga 
analys' 
ation, 


R 
_ Thre 


issue |; 
Relian 
$5,000, 
it was 





1, 19 February 1, 1923 LIFE INSURANCE EDITION 9 
























































=—_ = ———— — a — ee 
. UPD) What Happens to Men 
. 
. At the Different Ages 
JSSED FF 
f |. DEVNEY of Cleveland, O., life 
" Je insurance expert, has been delving . * : 4 
a City i mto the records and getting some sta- 
V ’ B® tistics as to the fate of men when they 
- § arrive at different ages. For some time 
© there has been a table going the rounds 
showing the condition of men at various The Demand for Group Insurance Is Increased 
| aces which is known at the “American : 
1 City, BH Bankers Table,” supposedly sponsored 
f Ver. [ by the American Bankers Association. ——— = 
it that FP Mr. Devney in recasting the table feels SOO — eal 
of the FB) that his statistics are approximately cor- teh TODAYS 
mpt is PF) rect. The comparison of the two tables MEN SHIPMERS 
obert- Bis as follows: WANTED TO . 
's that At Age 35 
.ansas Fy Amer. 
.ansas Bankers’ 
at the | Devney’s Table Table 
erable 6 have died. 5 
farm 7 are well-to-do. 20 
them — 62 have moderate means 40 
serves 25 are worth nothing 35 
At Age 45 
: 14 have died. 16 / 
1 is rich, 1 \ 
not in ) 10 are well-to-do. 3 
that [ 53 have moderate means. 65 
rtson 22 are worth nothing. 15 
hat it At Age 55 
Says, 23 have died. 20 
hinks 1 is rich. 1 
f all 13 are well-to-do. 3 
S are 40 have moderate means 40 
e on 23 are worth nothing. 30 
> Na- At Age 65 
9 
ne 42 have died. 36 
pages 1 is rich. 1 
licies 7 are well-to-do: 4 
il in- 50 have insufficient property 54 
ansas income to support them 
fohn- without working or re- 
ceiving assistance from 
- others. Of this number 7 “ — . : , 
pe 22 are worth nothing. Business conditions today indicate that labor is entering on a seller’s market—@ 
i At Age 75 situation favorable to wage demand. This is a reversal of conditions existing 
orce, 67 have died. 63 during the past two years when labor was anxious and bidding for employment. 
as a BS ne oe ; ; R. Employers are reconstructing their employment programs to meet the new situa- 
Bn ae coaaenh thea tions—they are seeking ways to attract and retain the best type of employee. 
ould without working or re- Group Insurance is recognized as an essential part of any complete employment 
have ceiving assistance. of program 
this number, 16 are worth . 
ome nothing. The present time is good for the sale of Group Insurance. 
“ae 4 Se Ses ae ee Oe ee The service rendered by the insurance company in the administration of the 
o— a Group Contract is a determining factor in the success of any Group Insurance 
= @ Devney’s Table Table plan. The type of service rendered by the Missouri State Life to its group policy- 
9 — — — holders is indicated in the following letter from a policy-holder in Kansas City: 
produce a mon or 
more at 6% net. e : ; > , y reec died i > ite 
ED retain Pn. Pi This morning one of our young lady employ ees died in the Hospital 
produce an average of $20 , here in Kansas City at 10:30 A.M. We were notified of her death 
ated a month at 6% net. about 11:30 o’clock, and in turn we notified your Branch Office here in 
ave li 7 9 ~ ° 9 a , =e 
ee ee oe ee - Kansas City about 12:00 o’clock. At 12:30 your Kansas City Manager 
most of these leave noth- . . ie 
ing. was at my desk with a draft for payment in full, ready for settlement 
8 » iy : oa, — 
Wenenetal Conditions of 200 Widows of this case. The blanks required in cases of this kind for proof of 
Illi- a Hana death, are extremely simple and require the minimum of time to execute. 
16 can live on the incomes 18 ? er" : ; ° 
een from their estates. We feel satisfied that your prompt settlement of this claim, together 
E. 42 must supplement t heir 47 with the benefits given to the employees, is amply repaying this insti- 
her incomes from estates by : x  - . ae 
we working er be Gependiont. tution for the carrying of this insurance, and is appreciated by the 
go; 42 are dependent. 35 employees. 
on, — , . . . . ° 
| , No firm is too small to obtain the advantages of Life Insurance protection for its 
‘on, Loving Cups Presented . . : 
nas . employees under the Missouri State Life plan. 
itz- At the recent meeting in Oklahoma , — : 
- ity of agents oN re Liberal first year commissions and renewals paid to all Agents and Brokers on 
rg, ty of agents of the Northwestern y : nd! g 
nas Mutual Life, loving cups were presented Group Insurance submitted to this Company. 
“hi. to T. M. Waldrop of Shawnee and ° . . > 
rw Robert Nester of Enid for consistent Write the Group Department for details regarding our plan of Group Coverage 
Ty, production during 1922. Those present 
70: were full of optimism over the pros- 
ard pects for 1923. General Agent J. S. 
G. Amick entertained those in attendance 
ort, with a dinner on the evening of the 
arl hrst day. Carl Williams, editor of the 
sle, Oklahoma “Farmer - Stockman,” was 
i PL Selepeaer afte evening He "de INSURANCE COMPANY 
S. ye the business outlook for 1923 
nn, and gave a very clever and interesting 
)t- analysis of the present economic situ- M. E. Singleton, President Home Office, St. Louis 
F. ation, 
an, 
he Reliance Life’ i : : 
e’s New Business L f A 
ck ccident ealt rou 
re . Through a typographical error in the 1 e p 
issue last week the new business of the 
‘s Reliance Life for 1922 was stated to be M 
ce $5,000,000. Instead of that, of course, 
it was $50,000,000. 

















10 


LIFE INSURANCE EDITION 


February 1, 19; 








—_—_ 











| THE NATIONAL 


LIFE INSURANCE EDITION 


UNDERWRITER | 





Published 


Codenetl 9 — New York, UTH, President; 

WOHLG Geccutemy oud Geneaah ». WRIGHT. NORA VINCENT 
POLS Vine Prnidene, WILLIAM A, SCAN enagees JH ; FRANK. W. 
BLAND GEORGE C ROEDING end O-  SCHWARTE. Acccines 


R. C. BUDLONG, / 


PUBLICATION OFFICE, + Eastanes. CHICAGO. « Telephone Wabash 2704 
Telephone Main m 5192, RALPH E. RICHMAN, Manager 
SMITH, Statistician; ABNER “THORP. JR... Life I Service Dept. 


NEW vous ere, 80 Maiden Lane, New York; Telephone John 1032 
CATS, Eastern afien President 


ICE: Scouts 5 Des N 
J.M EMPSEY. Manager 


gg OFFICE, 420 E. Fourt 


ROE A. 
NORTHWESTERN OFF 


Thursday by THE NATIONAL UNDERWRITER COMPANY, Sr 
EDWARD ae OHN 


itor 








Ns 


3957 








Price, $3.00 $ 
sa s Stional Underwriter (Five and Casualty) $3550 0 years Canada $7.50 


mauinaabes N 


ayear. Single copies 15 cents 














Metropolitan Life’s Enterprise 


THERE was a great educational benefit 
derived from the broadcasting of the ad- 
dresses delivered at the METROPOLITAN LIFE 
banquet in New York City last Saturday 
night. It so happened that members of 
the staff of THe NATIONAL UNDERWRITER 
in Chicago and Cincinnati “listened in” 
to the proceedings and made notes as to 
what was said. These addresses were 
heard perfectly and with little imagina- 
tion the scene in New York City could be 
pictured. Even the cheering and laughing 
were made contagious by the radio. It 
seems almost uncanny to realize that in 
this day addresses of this kind can be 
heard hundreds of miles away. Before 
the banquet closed the MeTropoLiTaN LIFE 
received telegrams from various sections 
of the city commenting on the addresses 
on part of those who had heard them 
broadcasted. It carried the convention to 
thousands who could not get to New York. 

As an advertising program, regardless 
of whether the METropoLitAn so regarded 
it or not, the radio broadcasting of the 
addresses of Governor SmitH of New 
York and Secretary Hoover of the De- 
partment of Commerce at the Metropoli- 
tan banquet were far more effective than 
could have been any address directly cal- 
culated to tell about the METROPOLITAN 
Lire from an _ advertising viewpoint. 
When Secretary Hoover told the thou- 
sands of radio listeners that $1 of each 


Banks and Life Insurance 


Lire insurance men have been astounded 
at one of the recommendations of Gov- 


ernor JonATHAN M. Davis of Kansas in 


his message to the legislature. Governor 
Davis has a multitude of recommenda- 
tions, many of them being highly desirable. 
He calls attention to the fact that the 
endorsement by bankers of “speculative 
stock selling schemes and bonds and life 
insurance has become a scandal in every 
part of the state.” Governor Davis rec- 
ommends a law prohibiting such endorse- 
ments. 

Either Governor Davis is confused in 
his mind as to life insurance or he is mis- 
informed as to the functions of life in- 
surance and the relation of bankers to it. 

We hope that Governor Davis has only 
in mind the practice of some bankers in 
backing “speculative” life insurance stock 
selling schemes. Undoubtedly the bankers 
have imposed on the public in giving en- 
dorsement to life insurance promotions 
whose object was to enrich the promoter 
rather than to serve any real need of the 
public. 

It seems hardly likely that a man of 
the intelligence of Governor Davis would 


$100 income in America passed through the 
hands of Merropo.iTan representatives, 
the impression of Metropo.itan Lire im- 
portance in the insurance world must 
have reached the understanding of radio 
listeners. 

Not only was the broadcasting of direct 
and great value to the MeTropoLiTan but 
also of great value to the entire cause of 
life insurance. When Secretary Hoover 
declared that only a lack of appreciation 
of life insurance and its benefits has pre- 
vented the United States Government 
from giving it preferential treatment in 
the taxation system, he was benefiting all 
life companies. Likewise in his statement 
that life insurance is one of the most im- 
portant factors in preserving order in the 
social fabric and in creating the great 
financial arrangements of the country, out 
of which proceed great sums for the 
building of homes, and the development 
of industry, he spoke to the benefit of all 
in the life insurance business. 

When the radio is perfected so that an 
actual picture of the speakers and the 
banquet hall may be transmitted at the 
same time with the voices, the applause 
and the cheering, the reporters can sit 
down in an easy chair at home, elevate 
their feet to a comfortable angle, pull out 
their scratch pads and cover a banquet 
every night in the year, if necessary, with- 
out injury to their digestive machinery. 


recommend that bankers not endorse 
standard life insurance protection. If so, 
it seems an echo of 50 years or so ago, 
when spurious life insurance schemes were 
running amuck and the people were being 
gouged right and left. 

It seems superfluous to defend modern 
life insurance and the methods pursued in 
its distribution. Intelligent bankers carry 
life insurance for the protection of their 
families and their institutions. If they 
are shrewd and far-seeing bankers they 
recommend and probably insist on bor- 
rowers of money carrying life insurance 
to protect the loans. If they are inter- 
ested in the people of their community 
they recommend that people carry life in4 
surance to offset mortgages or other obli- 
gations so that debts will not be be- 
queathed to their families. 

So far as we have been able to discern, 
bankers as a whole are only recommend- 
ing standard life insurance that has passed 
muster. They have seen from time to time 
the results of its beneficence. They have 
observed how it has kept families together 
after the death of the head of the house. 
They have seen how it has lifted mort- 


gages, has educated children, has main- 
tained a home, has sustained credit, has 
been a benefactor in many ways. 

It does not seem possible that the gov- 
ernor of a state like Kansas would dis- 
courage in any way the promotion of 
sound life insurance. Bankers should rec- 
ommend life insurance to the people. They 
should be satisfied themselves that the 
companies they recommend are worthy of 
confidence. It seems to us that the bank- 
ers should not hesitate at any time to 
urge people to purchase life insurance 
freely. 

Life insurance can hardly be classed 
with “speculative stock selling schemes.” 
We are referring to life insurance itself 
and not to life insurance stocks. Life 
insurance is not speculative. It is the 


safest kind of an investment. It does ny 
fluctuate in value. It is a one price ay. 
ticle. So far as the life insurance instity. 
tion is concerned it is established on th 
firmest kind of a foundation. The mz. 
keting of life insurance today is doge a. 
cording to methods that might be counte 
standard. A man who purchases any kinj 
of a life insurance policy gets value re. 
ceived. It may not exactly fit his cay 
but it is worth the money he pays oy 
for it. 

Undoubtedly a few professionally pro. 
moted life insurance companies have jp. 
posed on the public in their organization, 
We should discriminate, however, be. 
tween life insurance itself and the stock 
of professionally promoted life insurance 
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The home office employees of the 
Shenandoah Life of Roanoke, Va., ten- 
dered to Robert H. Angell, their presi- 
dent, a luncheon on Saturday, Jan. 27, 
in honor of his 55th birthday. In addi- 
tion to the employees present were all 
of the officers of the company and sev- 
eral of the directors. On this occasion 
the home office was honored by having 
present Mrs. Angell, this being her first 
visit. 

In honor of President Angell’s birth- 
day the Field Force of the Shenandoah 


Life put on a special one-day campaign 


and as a result of this one-day campaign 
forwarded to the home office 53 appli- 
cations amounting to approximately 
$200,000 of business. This was four 
times more than the daily average of 
the company for 1922. 

President Angell in answer to the 
many congratulatory communications, 
the special one day campaign and the 
many pleasant wishes of good will by 
those present stated that every great 
business is built upon a solid founda- 
tion of loyalty and he thanked all the 
employes assembled for the extreme 
loyalty they had shown. 


Having completed 25 years of continu- 
ous service with the Prudential, Joseph 
Herzberg, manager for the company at 
Milwaukee, was the guest of honor at a 
meeting and dinner there Thursday after- 
noon and night. G. W. Munsick, second 
vice-president and field supervisor from 
the home office, and J. H. Birkett, assist- 
ant secretary, were in Milwaukee for the 
occasion and addressed the 100 agents and 
staff men of the Wisconsin district who 
attended. Mr. Herzberg was presented 
with the 25-year badge of the company, set 
with a handsome diamond. At the meet- 
ing it was reported that the agency had 
concluded a successful year and that 
prospects were bright for the coming 
year. In honor of their manager, agents 
brought in $200,000 in applications. Vari- 
ous cities of the state were represented. 


John F. Fink, veteran life underwriter 
at Rock Island, Ill, died last week fol- 
lowing a stroke of paralysis. Mr. Fink 
was 74 years old and had been in the life 
insurance business for over 30 years. 
the last 20 years being a Rock Island 
agent for the Guaranty Life of Daven- 
port. 

Charles E. Piper of Chicago, supreme 
scribe of the Royal League, and one of 
the best noted fraternal men of the 
country, died near Black Mountain, N. 
C., Sunday. He was born in Chicago, 
June 12, 1858. He was one of the foun- 
ders of Berwyn, one of the Chicago 
suburbs. His son, Charles E. Piper, 
Jr., is an agent of the Northwestern 
Mutual Life in Chicago. 


Mrs. E. H. Coombs, of the home of- 
fice agency of the Lincoln National Life, 
wrote more business in December than 
any other saleswoman connected with 
the Lincoln Life. This is the fourth 





time that Mrs. Coombs won this honor 





in 1922. Other leaders among the 
woman agents of the Lincoln are Miss 
Anna Landis of Ohio, Mrs. Mary \M. 
Pienta of the home office agency and 
Mrs. Frances D. Truman of California. 
Each of these women has appeared at 
the head of the leaders’ list twice dur- 
ing the past year. Miss Mildred Dal- 
zell of Michigan and Miss Eva Walrath 
of Texas each gained the honor once. 

George T. Dexter, vice-president of 
the Mutual Life, is in Florida, enjoy- 
ing a brief vacation after his strenuous 

work of the past few months. The 
company wrote close to $340,000,000 of 
paid-for business in 1922; an increase 
of about $27,000,000 over that in the 
previous year. The field force is mar- 
shalled to accomplish still greater things 
during 1923, and head office men and 
agents are working in the utmost har- 
mony toward that end. 


H. E. McPherson, vice-president and 
secretary of the St. Joseph Life of Mis- 
souri, is the proud father of twins which 
arrived the early part of this month. 
Alexander L. McPherson II was named 
after President McPherson of the St. 
Joseph Life, the grandfather. With the 
promise that A. L. II will soon be in 
the business, this makes three genera- 
tions sold on the calling of life insur- 
ance. The other child, Jane Gray Mc- 
Pherson, is also looked on as an excel- 
lent prospect for the company, now 
that women are increasing in numbers 
and responsibility in the business. 


Maj. E. D. Redington of Evanston, 
Ill, one of the veteran life underwriters 
in Chicago, was the guest of honor at 
the banquet of the Dartmouth Alumni 
Association in Chicago last week. 
Major Redington is 87 years old and a 
graduate from Dartmouth in the class 
of 1861, being the oldest graduate now 
living. He is an agent for the Provident 
Mutual Life, having been with that 
company: for over 50 years, many years 
as general agent. 

Ira Homer, district manager at Los 
Angeles for the State Life of Indiana, 
led the company’s field force through- 
out the entire United States in Decem- 
ber for personal production. Mr. Homer 
took up life insurance work in July of 
last year. He made a phenomenal suc- 
cess from the start which he capped in 
December with a personal production 
totalling over $300,000. 


Allen T. Waters, Sr., vice-president 
and agency manager for ‘the Union Cen- 
tral Life, is still in Johns Hopkins hos- 
pital, Baltimore, but is improving an 
hopes to return to his home in Cincin- 
nati within a few weeks. 


I. P. Mantz has resigned his position 
as actuary of the Western Life of Iowa 
effective April 1. Mr. Mantz expects te 
engage for some time in the conduct 0 
special campaigns for different com 
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panies promoting the sale of child's en- 
downment insurance. He is formulating 
a series of lectures to be made before 
organizations of agents, business men 
and educators, and welfare workers, 
covering subjects pertaining to insur- 
ance salesmanship; the relationship of 
life insurance to personal efficiency and 
business success; and certain phases of 
the psychology of child training. Mr. 
Mantz feels that he can render a larger 
service to life insurance under this plan 
and by a connection with a single com- 


pany. 


Harry L. Gordon of Cincinnati, who 
is home office manager of the Ohio 
National Life, is chairman of the in- 
surance committee of the Ohio house of 
representatives. He is the son of a 
prominent attorney in Cincinnati, who 
died about two years ago. Mr. Gordon 
is a graduate of Princeton. When the 
war broke out he went into a training 
camp and rapidly rose to the rank of 
captain. He spent about 18 months on 
the fighting line in France. He is serv- 
ing his second term in the house of 
representatives. 


The Ohio National Life at Cincin- 
nati has a unique contest on the boards 
during February. Mrs. T. W. Appleby, 
wife of the president, is offering a valu- 
able Rookwood lamp to the winner of 
the month. Mrs. Appleby is reverently 
and affectionately known as _ the 
“Mother of the Ohio National.” She 
attends the agency meetings and is well 
acquainted with the agents and their 
families. She has a personal concern 
in every man that carries the rate book 
and aims to get acquainted with his 
home life. Mrs. Appleby desired to 
offer as a prize something that is dis- 
tinctly Cincinnatian. She chose the 
Rookwood lamp because Cincinnati is 
the home of the famous Rookwood 
pottery. 

The Ohio National gained $3,000,000 
in force last year. It is a clean gain 
without any padding. It wrote $14,- 





000,000 last year and this year it has 
its eye set on $16,000,000. 

One does not find very often where 
an executive of a life insurance com- 
pany has had business insurance taken 
out on his life for the benefit of the cor- 
poration. The directors of the Provi- 
dent Life of Bismarck, N. D., in Feb- 
ruary, 1919, issued a business policy on 





the life of F. L. Conklin, the secretary 
and chief insurance officer. The di- 
rectors felt that Mr. Conklin has been 
successful in building a good life com- 
pany in spite of the many obstacles 
confronting life insurance in that sec- 
tion of the country. The directors felt 
that he was chiefly responsible for the 
low lapse ratio, low mortality and mod- 
erate cost of business. 











LIFE AGENCY CHANGES 











E. J. Merki 


The Continental Assurance announces 
a home office general agency for the 
writing of life insurance under the man- 
agement of Dr. E. J. Merki. Dr. Merki 
has distinguished himself as superin- 
tendent of the non-cancellable depart- 
ment of the Continental Casualty and is 
splendidly equipped for his new work. 
The agency has only recently started 
operation and is already showing signs 
of becoming a big producing unit. 


R. S. Baker 


R. S. Baker, who has been for six 
months manager of the Security Life 
in the Decatur district, has been ap- 
pointed supervisor for Illinois. Mr. 
Baker was formerly with the Illinois 
Life at Decatur. 


E. R. Shannon 


E. Robert Shannon has been ap- 
pointed general agent of the Connecti- 
cut Mutual Life at WilkesBarre, Pa., 
to succeed Stuart B. Rote, who has be- 
come general agent at Newark, N. J. 
Mr. Shannon has been agency super- 
visor in the Columbus, O., and Hunt- 
ington, Va., general agency. 


D. W. Flickinger 


Daniel W. Flickinger, for the last 
two years a special agent for the John 














Hancock Mutual Life, has been pro- 
moted to superintendent of agents for 
Indiana and will assume his new duties 
at once. Mr. Flickinger, prior to the 
world war, was identified with the John 
Hancock, and after service in the army 
overseas returned to his old position, 
winning promotion through hard work 
Joel B. Taylor has returned to active 
field work for the same company, it was 
announced at the Indianapolis office. 


Wilfred A. Weismann 


Wilfred A. Weismann, who was in 
charge of the accident and health de- 
partment of the K. M. Sacks agency of 
the Equitable Life of New York in 
Chicago, has been appointed assistant 
manager of that agency, effective Feb. 
1. Mr. Weismann joined the field forces 
of the Equitable after that company 
discontinued the writing of accident and 
health insurance and has been a con- 
sistent producer of business. The K. 
M. Sacks agency is one of the younger 
Equitable agencies in Chicago and is 
recording a steady increase in business. 


George A. Newkirk 


George A. Newkirk, for the past 26 
years general agent of the Mutual Bene- 
fit Life at Denver, Colo., has resigned 
as of April 1 and will probably remove 








to California, retiring from active busi- 
ness. W. Tennyson, home office 
assistant superintendent of agents, will 
serve as acting general agent and will 
leave for Colorado the middle of March 





A. G. McKinley 


A. G. McKinley has resigned as vice- 
president of the Grizzard System, in 
charge of the Cleveland office, to go 
with the Security Life of America as 
manager for the northern Ohio dis- 
trict, with headquarters at Cleveland. 





Merrill W. Colby 


Merrill W. Colby, for six years dis- 
trict agent for the Northwestern Mu- 
tual Life at Decatur, IIL, has resigned 
to become district agent for the Provi- 
dent Mutual Life. He has five counties 
in his new territory, 


Wendell Biebesheimer 


Wendell Biebesheimer has been ap- 
pointed general agent for the Bankers 
Reserve Life of Omaha with headquarters 
at Cedar Rapids, Ia. Mr. Biebesheimer 
has been cashier of a bank at Sigourney, 
la Although he is a young man he has 
built an excellent reputation in his com- 
munity. 








J. O. Heath 


J. O. Heath, acting agency manager of 
the Bankers Life of Iowa in Dallas, has 
resumed his former position as regional 
sales manager for the “Sunshine Divi- 
sion,” succeeding Severin Schulte, who 
becomes sales manager for another di- 
vision. 





A. Hoffman 


A. Hoffman, who was assistant super- 
intendent in the Mississippi delta for 
the Metropolitan Life, with headquarters 
at Greenwood, Miss., has jeined the 
Homer L. Higgs agency at Memphis, 
Tenn., as special field agent for the Fi- 
delity Mutual Life. Mr. Hoffman will 
cover west Tennessee in his work, 





Estate .... 


Premium Notes 


Accounts Receivable .. 


miums 
Gross Assets ..... 


ducted 


A. J. CONOVER, Pres. 





Federal and Municipal Bonds. 
Policy Loans ......... 


Cash in Banks and Office..... 


Interest Due and Accrued. i 
Net Due and Deferred Pre- 


Non-admitted Assets 


Net Admitted Assets..... 


ASSETS 


First Mortgage Loan on Real 


. .$467,175.45 
92,540.25 
49,065.79 
7,582.34 
7,975.49 
23,002.73 
7,270.02 


32,108.16 
$686,720.23 
23,203.15 
$663,517.08 


1922 Financial Statement of The Gem City 
Life Insurance Company, Home Office, Dayton 
LIABILITIES 


Net Reserve .. 


Accident Dept. Reserve..... ; 
in Ad- . 


Paid 


“see eeeeeenee . 


Premiums Paid 


Life Premiums 
vance 
Accident 
Advance 


Unpaid Accident Commissions. 
Accident Reinsurance Due.. 
Pending Accident Claims... 
and 
Insp. Fees and Taxes..... 
ee $170,350.00 
64,029.48 


Outstanding Bills, Med. 


Capital 
Net Surplus....... 


. .$423,918.99 
3,117.49 


513.45 


224.29 
137.43 
ee 86.32 
ie 730.00 


409.62 


** 





Surplus to Policyholders. . . 


Total Liabilities ..... 


1922 GAINS 


Net Gain in Assets - - - - $ 207,598.82 
Net Gain in Surplus - - - . 53,104,24 
Net Gain in Life Insurance in Force - 1,922,956.00 


THE GEM CITY LIFE INSURANCE COMPANY 


Home Office, Ludlow Building, Dayton, Ohio 


I. A. MORRISSETT, V.-Pres. and Gen’! Mgr. 


GUSTAVE BECKER, Sec’y. 


234,379.49 
$663,517.08 
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HOME LIFE INSURANCE Co. 
NEW YORK 


WM. A. President 
The @nad Annual shows: 
Premiums received during the 
FOOT 1921... .ccccccccsecesccccccees 96,990,507 


1921. 
Payments to Policyholders and 
their in Death 
Ciaims, Endowments, Dividends, 





BOD, cccescocecccce cocccccccccccocs §=S ERO 
Amount added to the Insurance 
Net Interest Income from Invest- 
TIERS cccccccccccece ccccccccccccccce §6=S SOARED 
¢ in excess of the amount 
req _ to maintain the re- 
serve 
Actual mortality experience 533.4% 
of the amount expected. 
Insurance in Force.. secceeeee + $223,116,887 
Admitted Assets ......-+:s++qe+++» 43,223,328 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 


Cemtral and Southern and Nerthern 
Reems 601-606 The F: Nat. Bank Bidg. 
CINCINNA OHIO 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 
“Si ggesticns for Increasing 
Your Income’”’ 
and would be pleased to send a copy 


to every!Life, Fire and Accident 
Agent in 


Ohio, Illinois and Kentucky 
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«je } CONSULTING 
ra ACTUARY 








343 S. Dearborn St. 
* Telephone Harrison 3384 


{CHICAGO, ILL. 








A. GLOVER & CO. 


© Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street, Chicago 
Successors to Marcus Gunn, 
Consulting Actuary 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
. Hubbell Bldg. DES MOINES, IOWA 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exami- 
nations Made. Policies and all Life In- 
surance Forms Prepared. The Law of 
Insurance a Specialty. 

Colcord Bldg. OKLAHOMA CITY 


J. H. 


1523 Association Bldg. 
Telephone State 4992 








NITCHIE 
ACTUARY 

19 S. La Salle St. 
CHICAGO 








EDERIC S. WITHINGTON 
CONSULTING ACTUARY 
402-404 Kraft Buildin 
Tel. Walnut 3761 DES MOINES, IOWA 








OHNE.HIGDON Actuaries & Examiners 


OHINC HIGDON jc cst 














MANAGER BIG FACTOR 
IN AGENCY BUILDING 


Equitable Life of New York Now 
Centering Attention on Their 
Development 


NEED STEADY PRODUCERS 


Vice-President Frank H. Davis Outlines 
Plans of Company to Raise Stand- 
ard of Agency Force 


NEW YORK, Jan. 30.—It is revealing 
and illuminating to learn what some of 
the big life companies in the east are 
striving for in the way of agency build- 
ing. Here is the Equitable of New York, 
for instance, making quite evident prog- 
ress. All those who are familiar with 
what is going on in life insurance cir- 
cles in the east know that the Equitable 
is forging ahead steadily, that it suc- 
ceeded in making an excellent showing 
in 1922 (admittedly a difficult year) and 
that it is engaged in an agency building 
program which means something. Just 
what is the Equitable doing? What goal 
is it aiming at? How is it conducting 
its work? What definite plans are being 
followed, and are they of such a char- 
acter as to be applicable to any life in- 
surance company? 


Center on Developing Managers 


These questions were asked Frank H. 
Davis, vice-president of the Equitable, 
by a member of THE NAtionat UNDER- 
WRITER’S editorial staff. Mr. Davis, who 
has been making things hum in the 
Equitable’s home office agency depart- 
ment ever since he came to New York 
from Chicago three years ago, replied: 
“We are, and have been for several 
years, centering our attentions upon the 
development of our managers. The 
manager is the crux of all agency prog- 
ress. If the manager is right, if he has 
the kind of personality that is needed 
in life insurance work, if he understands 
thoroughly the program of the home 
office, then he will after a little while 
get into his agency the kind of men 
that we want. It is with the manager 
that any company must rise or fall. If 
the manager at any location is wrong 
it is hopeless and useless for the com- 
pany itself to try to go around the man- 
ager and develop the men in his agency. 
The manager on the ground has ten 
times the influence with his men that 
the home office of the company, located 
several hundred miles away, is able to 
exert. If the local manager is not the 
right kind no amount of educational 
work from the home office will turn the 
trick. 


Determines Company’s Standing 


“A home office may ficod the men in 
a certain agency with long-winded bul- 
letins, business stimulating ideas, sug- 
gestions for writing various forms of 
protection, etc., but all of this may be 
entirely nullified if the manager of the 
agency is not the kind of man to in- 
spire agents, to get their confidence, 
understand their problems, to help them 
in a hundred ways and to attract the 
right kind of men to the agency. There 
is no getting around this; the standing 
of the Equitable Life in New York, 
Milwaukee, San Francisco, Kansas City, 
Atlanta or Philadelphia is influenced 
very largely by the kind of managers 
the Equitable has at those points. If 


they are not all that they ought to be, 
the Equitable, as fine a company as it 











is, has attached to it the wrong kind of 


reputation in that community and gets 
down in the eyes of the public to a place 
where it never should be. If the man- 
ager is thoroughly representative of 
what the Equitable really stands for 
and is trying to do, exactly the opposite 
is true. 


Consistent Producers Needed 


“From the home office a company 
can lay down the broad fundamental 
policies that it wants pursued, but it is 
up to the local manager to work out the 
details in his territory. We are so thor- 
oughly committed to this idea of build- 
ing up the right kind of a managerial 
staff that we are not interested in mak- 
ing a special effort to produce business 
at any one point. We are not cashing in 
on what might be called ‘advantageous 
selling conditions’ at any location. We 
are convinced that, equipped with the 
proper managerial staff, the Equitable 
can go through a year when conditions 
are bad in some sections of the country 
and get as much production as if condi- 
tions had been favorable throughout the 
entire year. The right kind of life in- 
surance man, the agent who is intelli- 
gent and able, can sell life insurance 
day in and day out, irrespective of 
whether the business in his town hap- 
pens to be a little sluggish or not. Men 
of this type will go through any kind 
of financial depression without sustain- 
ing a noticeable setback. They will 
carry a company through what might 
otherwise be regarded as an off-year. 
They are the only kind of men to bring 
into the life insurance business and cer- 
tainly the only kind we have use for. 

“A life insurance company’s produc- 
tion fluctuates in proportion to the num- 
ber of underequipped and incompetent 
men on its agency force. If, as an illus- 
tration, a company has associated with 
it a large number of occasional produc- 
ers, men who can deliver only under the 
greatest pressure or where there is the 
lure of a prize inducement, or during 
prosperous days, that company’s pro- 
duction suffers keenly when adverse cir- 
cumstances arise. If on the other hand, 
another company has been less anxious 
to build quickly, has selected. its men 
with care, has chosen men only who are 
able to stand on their own feet and get 
the business under all sorts of condi- 
tions, that company’s business will not 
ebb and flow with the fortunes of the 
financial world. 


“Fewer and Better Men” 


“What is needed are fewer men and 
better ones to carry the rate book. This 
is nothing new. Agency departments all 
over the country know it, and we have 
known it for a long time, but now we 
are putting it into practice. We are not 
yielding to the temptation to employ a 
large number of men who might pos- 
sibly put on considerable business over 
a certain period for us at a particular 
location. We prefer to have our man- 
ager at that point select his men slowly, 
and with the idea in mind that every 
man hired is soon going to be able to 
make a very good living for himself in 
the life insurance business. 

“There has been much said among 
life insurance men about the life insur- 
ance business being a profession, but 
life insurance men are the only ones that 
know it. Ask the upper 25 percent of 
the population to list the professions and 
how many would include life insurance? 
Why would the average citizen never 
think of a life insurance man as being in 
a profession? Because the kind of life 
salseman that most men have come in 
direct contact with have been anything 
but professional men in their methods 
of operation. They have been too often 
unintelligent, deficient in their knowl- 
edge of the business, unappreciative of 
the possibilities, unable to comprehend 
actual needs of the average prospect and 
in numerous other ways unfit for their 
jobs. It is just this situation that has 
held back the progress of life compa- 
nies, and has brought heavy production 
in some years and a sharp falling off in 
others. 

“A company that wants to be certain 


MUCH TIME REQUIRED 





FARMERS HAD TO BE RESQ]p 





Life Agents in the Country Have Bey 
Put to It to Conserve the 
Business 





Life insurance agents who have cop. 
siderable country business have not only 
been confronted with many difficulties jp 
the way of getting new business on a. 
count of the depression but they hay 
had to spend a large amount of time jy 
holding their business on the books 
Many general agents have had thei 
days well occupied in  conservatigy 
work. They found that it was necessary 
to resell the policyholders. Farmer 
were willing to lop off their insurance 
on the slightest excuse. It has taken 
some very vigorous and intelligent work 
to keep the business in line. Notwith. 
standing all the efforts set forth, the 
lapse ratio in the country districts has 
been heavy. 

In a number of farm sections there js 
seen an upward trend in the life insur. 
ance market. Where farmers have had 
good crops and have been able to mar. 
ket their produce they have some money 
to spend. Where farmers have gone 
into debt and have heavy obligations 
hanging over them they are still ina 
discouraged state of mind. In the dairy- 
ing sections the farmers are fairly pros- 
perous and have been good buyers of 
life insurance. 








who can be counted upon to produce a 
certain amount of business in spite of 
temporary or even prolonged seasons of 
financial disturbance. This means some 
apparent or possibly temporary sacrifice 
on the part of an agency department. 
Numbers have always counted heavily 
and to deliberately cut down on the 
number of men on the agency list isa 
thing that is distasteful to many of the 
agency department heads. The Equita- 
ble wants to know where it is going to 
stand in the future, as accurately as it 
is possible to determine. It wants to feel 
certain of its progress. It wants to feel 
sure that its men are the kind who can 
produce business regularly and without 
fail month after month. 
Manager Hub and Center 


“The local manager is necessarily the 
hub and center of such an agency build- 
ing plan. He is the man that is in close 
and personal touch with the agents un- 
der his supervision. He knows the kind 
of material he has to work with and 
what its possibilities are. Some several 
hundred miles away a home office 
should not undertake to closely direct 
the activities of any manager. The right 
kind of manager can be depended on to 
solve his own problems in the wisest 
way. Our educational plans are all be- 
ing built around our local managers. 
They are the central figures. We cat 
supplement and assist, and _ possibly 
complete some of the ideas they de 
velop, but the bulk of the work must be 
done in the field. The stimulation of 
production on the part of the individual 
agent cannot be carried on successfully 
from the home office. It requires the 
close contact, the friendly slap on the 
shoulder, the sympathetic understanding, 
the helpful advice at the proper moment 
and all the rest that the local managet 
right on the ground can supply. 

“To sum it up I would say that all 
our agency plans are based on the the 
ory that a few good men who can per 
manently produce a respectable volume 
of business are worth a hundred others 
who might sporadically burst out with 
heavy production; and the manager ™ 
charge of a particular territory can 00 
more to develop, stimulate and educate 
the men ander him than tons of litera 
ture from the home office. We not only 
believe these things but are putting 
them into practice. Up to date we ate 
entirely satisfied with the résults we 





of its future must equip itself with men 





have obtained.” 
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| LIFE INSURANCE DECISIONS REVIEWED 


Recent Important Cases Digested by Wendell M. Strong of Mutual Life 


| 








NUMBER of important court | the debt, as a matter of law, under the 

decisions of great interest to life | '@¢t* of this case, because there would 
. . be no consideration. 

‘nsurance companies are reviewed a 


by Wendell M. Strong, associate actu- 
ary of the Mutual Life of New York 
and a member of the New York bar, in 
the transactions of the Actuarial Society 
of America, just issued. Part of the 


What Policy Covers: “Participation in 
Aeronautics”—(Travelers vs, Peake, Su- 
preme Court of Florida, 89 So. Rep. 418.) 
The insured was injured in the fall of 
an airplane in which he was a passen- 


¢ or. He held a policy insuring against 

cases covered by Mr. Strong are given | ®°": y 

herewith oad & lhe will be accidental injury which contained the 
following exception: “The insurance 


printed in a later issue: 





hereunder shall not cover injuries fatal 
or nonfatal ... sustained by the insured 
while participating in or in consequence 
of having participated in aeronautics.” 
The court held in accordance with Bew 
vs. Travelers (T. A. S. A. XXII, 253) that 
the insured was participating in aero- 
nautics within the meaning of the pro- 
vision in the policy. It also, in the brief 
opinion, stated clearly the proper inter- 
pretation of an insurance contract as to 
risks covered by that contract as fol- 
lows: 

“Policies of insurance are designed to 
the insured for 


secure indemnity to 
losses or injuries stated in the policy, 
and the terms used should be so con- 


strued as to effectuate the purpose de- 
signed, ambiguous provisions being 





fairly construed in. favor of the insured, 
but parties sui juris are bound by their 
valid contracts, and where a particular 
risk is expressly and clearly excepted 
from the risks assumed by the insurer, 
the courts have no power to enforce in- 
demnity for losses or injuries resulting 
from such excepted risks, as expressed 
by the indemnity contract contained in 
the policy.” 
. 7 

Meaning of Consulting “a Physician or 
Surgeon”—(Le Grand vs. Security Benefit 
Springfield Court of Appeals, Mo., 


Ass'n., 
240 S. W. Rep. 852.) Liability under the 
policy was denied, one of the grounds 


being a false representation that the 
insured had not consulted a physician or 
surgeon within the past five years, 





* . ~ 





Payment of First Premium While In- 
sured in Good Health—(Ansin vs. Mutual 
Life of N. Y., Supreme Judicial Court of 
Mass., 134 N. E. Rep. 350.) The policy 
in question was delivered to the insured 
Feb, 12, but the premium was not paid 
at that time, check for payment of pre- 
being actually delivered to the 


mium 
agent of the company Feb. 19. The in- 
sured was admittedly taken ill, with an 


illness which proved fatal, on Feb. 17 or 
18, and died Feb. 20. The application 
contained the provision that the policy 
should not take effect unless the first 
premium was paid while the applicant 
was in good health. The company denied 


liability on the ground that this condi- 
tion was not fulfilled, nh CE ii ana te ee mnne eR am $11,062,717.40 

In the suit the plaintiff offered to in- F I ’ R : d : TT tl 2 - > 1. 648,033.86 
troduce evidence that the insured at the or interest, ents and all other sources....... ’ II GO 
time of delivery of the policy stated that 
& weal net bo convenient Sor hi, te DISBURSEMENTS $12,710,751.26 
the agent then states tnat be woue, pay Death Claims, Matured Endowments, Surren- 
the premium an eep the policy in force . i i eciacens” . Se 
ct deet Ge aathen "Gua Ga ta Genes dered Policies and Reserve Funds to Policy aie " 
from the time of its delivery. This evi- EOE SOR A = A RC ee $ 7,667 ,085.79 
dence was excluded. The plaintiff also Taxes and all other Expenses Riscevesseesseonnes 5,043,665.47 
offered to introduce evidence that the 
agent called the brother of the insured op - 
on the telephone Feb. 16 and asked if a ASSETS $12,710,751.26 
check had been left for the premium and 2 re $ 49 
was told that it had, and that the agent i i a a eb GSe CeRenes eee +d S08 CEESSR AON OC ROR $ 649,852.98 
then asked him to hold the check until Mortgage Loans ..........ccccccccccccsesescsscees seaweeenes 24,511,356.09 
he called for it, which was agreed upon. Loans to Policyholders.............eececeeceeeceseeeeeseeees 662,666.71 

Is evidence Was aiso exciuded. , 

was mepesd Ghat the taenee! esn- Government and Municipal Bonds...... boon seen Se enpadesescce 6,984, 176.83 
tinued in good health through Feb. 16 Cash on hand and in Bank....... avi iecnsaws «hana miaen ta 20,247.18 
and that the check was not manually in Interest due and accrued Fc eR 692,088.33 
the hands of the company before Feb. 19, Rected and deferred promi ee ee ee ee ee ; 496 643 20 
at Gin Gime Gee teneeeh Gan bet te Uncollected and deferred premiums (net) suews bb chareencegeces ,643. 
good health. 

The supreme court held that the evi- LIABILITIES $34,017,031.32 
dence in both of the cases mentioned 4 seat 
Seve wen grepesty eucmaias staee CS) Policy Claims (Incompleted Proofs of Death)..............+.:. $ 84,980.10 

e g t 2 , ~ . . 
oi g Bae oe oe eee ~ Premiums and Interest paid in advance............+000eeee0e 214,572.62 
court quoted the strong clause in the Taxes (1922) and all other indebtedness...............-020005 226,577.63 
— Be ponyene peg A errr eee eerrerrrr TT TTTiTt 29,828,806.78 

a ower to exten me tor 
6: iar acm tial take 6 are “ele 3,662,094.19 


payment of premiums,” and (2) the keep- 
ing of the check until the agent called 
for it was not payment of premium in 
accordance with the terms of the policy. 
Before the illness of the insured “neither 
the company nor the agent had posses- 
sion or control of the check; up to that 
time it remained in the possession of the 
insured or his brother and either of them 
could have refused to pay the premium 
and the defendant would have no right 
to collect it.” Judgment was entered in 
favor of the company, 
. . . 

Receipt in Full—(Stricker vs. Metro- 
politan Life, St. Louis Court of Appeals, 
Mo., 237 S. W. Rep. 894.) The company 
denied liability undet a $500 policy and 
after the death of the insured offered in 


In Assets .. 
In Income 


full settlement the premium paid, 

namely, $17.50. This the beneficiary at 

first refused to accept, but after a month ree liiine kaece 

he went to the agent of the company Ds -tiveaienenadadsee 

and requested its payment, and signed 1902 

@ release of the company from all lia- soar tb ebbe s CU REBeSUHaS 

bility. Afterward, notwithstanding this aise bap aete datalt aac 

Settlement and release, he brought suit. V912. eee cece eee eeees 
The court brushed aside the settlement a ste e eee eee ee eeeneee 


and release as of no importance, speak- 
ing in part as follows: 
“Nor is plaintiff precluded from assert- 


ing any right to recover on account of 
the purported release, which he signed. 
The liability of the defendant was fixed 


and determined by the provisions of the 
policy. Plaintiff accepted the $17.50 be- 
cause defendant's agent advised him that 
it was all he could get. He says he 
accepted it because he thought it was 
the best he could do. We are not in- 
clined to hold that the adjustment of a 
claim definite and fixed in the amount 


of $465 for $17.50, under the facts of 
this record, is conclusive against plain- 
tiff in a direct attack thereon. The 





mere fact that the amount of the pre- 


Capital and Surplus 


Outstanding Insurance Dec. 31, 1922—Industrial.... 
Outstanding Insurance Dec. 31, 1922—Ordinary.. 


In Insurance in Force 
In Policies in Force 


35th Annual Statement 


of the 


Western and Southern Life Insurance Co. 


December 31, 1922 
RECEIPTS 








INSURANCE ACCOUNT—PAID FOR BASI 








S $34,017,031.32 





Policies Amt. of Ins. 
1,332,007 $224,281,251 
71,539 72,599,027 
ee ee ee 1,403,546 $296,880,278 
GAINS IN 1922 
eer ee RS eee FF 
opus (iced debtiaridtnisethuwmskoienseaane’: ee 
ee Tr . 31,799,194.00 
si aerial 110,262.00 


GROWTH BY FIVE YEAR PERIODS 
t 


s Income Policies in Force Insurance in Force 
caret $ 133,381 $ 145,400 30,472 $ 2,707,366 
cana aio 274,290 329,287 71,301 6,619,653 
casiaiasiaes 876,007 987,471 187,455 22,374,980 
ete anita 2,916,339 1,787,269 309,054 39,503,485 
sae 6,695,921 2,814,835 432,711 61,484,358 
ee 14,008,422 5,117,583 759,448 115,099,897 
dali 34,017,031 12,710,751 1,403,546 296,880,278 


PAID TO POLICYHOLDERS SINCE ORGANIZATION OF 


COMPANY—$23,109,801 


The Western and Southern Life Insurance Co. 
FOURTH AND BROADWAY, CINCINNATI 


W. J. WILLIAMS, President 

















miums was returned would not discharge 
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whereas the insured had consulted an 

osteopath within that time. The court 

held that an osteopath was not a physi- 

cian or surgeon, 
. . 

Is Effect of Misstatement in Applica- 
tion Modified by Infancy of Applicant— 
(Kerpchak vs. John Hancock Mutual 
Life, Court of Errors & Appeals of New 
Jersey, 117 Atlantic Rep. 836.) The in- 
sured stated that she had never con- 
sulted a physician, whereas shortly be- 
fore the application was made she had 
consulted physicians twice. The court 
held that this was material, speaking in 
part as follows: 

“Every fact which is untruly stated 
or wrongfully suppressed must be re- 
garded as material, if the knowledge or 
ignorance of it would naturally and rea- 
sonably influence the judgment of the 
underwriter in making the contract at 
all, or in estimating the degree or char- 
acter of the risk, or in fixing the rate of 
premium.” 

It was contended that the false state- 
ment did not bar recovery by the bene- 
ficiary because the insured was an in- 
fant. The court held false statements 
to be a bar, speaking as follows: 

“Where, as here, a policy of insurance 
is taken out by a minor above the age 
of 15 years, on her own life and for her 
benefit or the benefit of her mother, and 
she dies before reaching majority, a 
false and fraudulent representation made 
by the insured in the application upon 
which the policy is based, respecting a 
matter of fact material to the risk, con- 
stitutes a defense to an action upon the 





poiicy by the beneficiary named therein.” 

It is to be noted in connection with 
this decision that New Jersey has a 
statute removing, in respect to taking 
life insurance in favor of certain near 
relatives, the disability of an infant of 
15 years or more in respect to making 
contracts. 

. . * 


“Mode of Settlement at Maturity of Loss 
Value Than the Face of the Policy”— 
(First Texas Prudential vs. Smallwood, 
et al., Court of Civil Appeals of Texas, 
242 S. W. Rep. 498.) Texas has a statute 
prohibiting “a provision for any mode 
of settlement at maturity of less value 
than the amount insured on the face of 
the policy...” One of the questions 
involved was whether this statute ap- 
plied to the present case. The policy 
contained a schedule giving the name of 
the insured, premium, weekly benefits, 
“principal sum,” beneficiary, etc. In the 
provisions for various benefits for vari- 
ous injuries or for loss of life from ac- 
cident the amount payable was specified 
either as the “principal sum” or some 
fraction of the principal sum. In an- 
other section it was specified that the 
amount payable for death resulting from 
disease should be equal to “fifteen times 
the weekly benefit provided in schedule 
below, but not exceeding $150.” Fifteen 
times the weekly benefit named was $75, 
where as the amount named as “principal 
sum” was $150. 

Notwithstanding the fact that the ex- 
pression “principal sum” was used, the 
court held that the policy was not in 





conflict with the statute, but provided 
for different amounts for death from 
disease and death from accident, and 
that in case of death from disease the 
beneficiary was entitled only to the 
amount provided for in case of such 
death, namely, $75, instead of the prin- 
cipal sum of $150. This would seem the 
only logical conclusion, but the fact that 
there has appeared a tendency in some 
courts to apply similar statutes to cases 
which do not really come under them 
makes this case of more interest. 
. . . 


Date When Policy Becomes Incontest- 
able—(Mutual Life of N. Y. vs. Hurni 
Packing Company, Circuit Court of Ap- 
peals, Bighth Circuit, 280 Fed. Rep. 18.) 
The chief question involved was whether 
the date of the policy and the “date of 
issue” mentioned in the policy were the 
same. The reason this was a deciding 
factor was that the question whether the 
company had begun its contest of the 
policy within two years from “date of 
issue” (the court holding this necessary 
in accordance with the Monahan case, 
T. A. S. A., XIX, 104) depended upon it, 
the policy having the provision that it 
was incontestable after “two years from 
its date of issue.” At the time the ap- 
Plication was taken the insured _ re- 
quested that the policy be dated back a 
few weeks in order to give him a 
younger insurance age with the conse- 
quent lower premium, and in accordance 
with this request the date given the 
policy had been this earlier date. If 
this date were taken as the “date of 
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issue” the two years would have elapseq 
before the company began its contest, 
If, however, the “date of issue” Were 
taken as either the date the policy Was 
written, the date of the medical examin. 
ation or the date of the application, th, 
two years would not have elapsed, , 

The court held that the “date of issue” 
meant the fictitious date as of which th. 
policy was dated. The case has been 
appealed to the Supreme Court of the 
United States, 

. . . 

Change of Beneficiary—(Marlow y« 
Paganini, U. S. Circuit Court of Appeals 
Ninth Circuit, 277 Federal Rep. 790.) Th. 
policy provided for change of beneficiary 
by written notice to the company at jts 
home office accompanied by the policy 
for endorsement of the change, and fur- 
ther provided that unless so endorseg 
the change should not take effect, 

The insured filed at the San Francisey 
branch office of the company direction to 
change the beneficiary, but did not ever 
send such direction to the home office 
Me also did not present the policy for 
endorsement, although he lived for over 
a year after the date of this direction to 
branch office, the reason probably being 


that the policy was in the possession 
of an assignee. 
The court held that the change of 


beneficiary was not effected. 
* . 


Change of Beneficiary—(Quist ys 


Western & Southern Life, Supreme Court 
of Michigan, 189 N. W. Rep. 49.) The 
policy, when taken out, was placed in 
the hands of the beneficiary and she 
paid the premiums thereon. The policy 


contained a clause reserving to the in- 


sured the right to change the bene- 
ficiary. Shortly before his death the in- 
sured made application to the company 


to change the beneficiary to his estate 
stating that he could not deliver the 
policy to them for endorsement. The 
company consented to the change of 
beneficiary under these conditions, and 
it was made, the insured afterwards 
surrendering the policy to the company 
for cash but without manual delivery of 
the policy to it. 

The original beneficiary claimed that 
she had an interest in the policy and 
that the terms of the policy constituted 
a promise on the part of the company 
that it would change her interest only 
in accordance with the terms of the con- 
tract with the insured. The court held 
that the policy did not make such a 
promise and that the change was effec- 
tive although the policy had not been 
surrendered for endorsement, which it 
appears from the opinion was required 
by the terms of the change of beneficiary 
clause. 

Most of the cases where a court has 
decided that a change of beneficiary was 
effective even though the endorsement 
of the policy called for by its terms had 
not been made, were cases where the 
insured had done all that was required 
of him by the contract, including the 
sending of the policy to the company, but 
his death had occurred before endorse- 
ment was actually made. This case dif- 
fers, therefore, in that it holds that if 
the company and the insured agree to 
dispense with the endorsement it is not 
essential to the change although pro- 
vided for in the policy. 

. 7 . 

Bankruptcy: Change of Beneficiary— 
(Jens vs. Davis, Circuit Court of Ap- 
peals, Eighth Circuit, 280 Fed. Rep. 706.) 
The question was whether the surrender 
value of certain policies passed to the 
trustee in bankruptcy of the insured. 
The policies were in favor of the in- 
sured’s wife as beneficiary and the in- 
sured had the right to change the bene- 
ficiary. The Iowa code provides that 4 
policy payable to wife or children is 
exempt from the claims of the insured’s 
creditors. The court called attention to 
the fact that the statute did not state 
that the exemption was contingent upo? 
the absence from the policy of a right 
to accept a surrender value or of the 
right to change the beneficiary and held 
that the statute did, consequently, ¢* 
empt such policies as the ones in ques- 
tion and that, therefore, the surrender 
value did not pass to the trustee in 
bankruptcy. 


7 7 

Designation of Beneficiary :—(Downey 
vs. Equitable Life, Supreme Court of 
New Jersey, 117-Atlantic Rep. 618.) The 
insurance was under a group policy. The 
application named as beneficiary “Fior- 
ence K. Downey, wife,” and the certifi- 
cate was so issued. She however = 
not the legal wife of the insured, = 

had a wife living. At the death of t 
amount of 


insured the company paid the 
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the insurance to the person passing 
ynder the name of Florence K. Downey. 
The legal wife of the insured brought 
suit, claiming as beneficiary on the 
ground that the word “wife” designated 
ae decision of the lower court in 
favor of the legal wife was reversed 
and the case remanded on the ground 
that if the person who was the legal wife 
of the insured had been intended, the 
pame Florence would not have been used, 
that the word wife was simply descrip- 
tive, ard that the name and not the 
description should control. 
. . . 

Right of Beneficiary Paying Dues 
Under Fraternal Benefit Certificate:— 
(Ryan vs. Woman's Benefit Ass'n. of 
Maccabees, Kansas City Court of Ap- 
peals, Mo., 237 S. W. Rep. 224.) The in- 
sured’s daughter took over the payment 
ef dues on the certificate under an 
agreement that she should be the sole 
beneficiary and that the insured should 
not thereafter change the beneficiary. 
The home office of the order was notified 
that the daughter was paying the pre- 
miums. Nevertheless after the insured 
was 70 years of age and only six months 
before she died the order paid the in- 
sured one-half of the face amount of the 
certificate for a release of all liabilities 
under the certificate. The certificate, 
however, was not surrendered, being in 
the possession of the daughter. 

The by-laws of the order provided 
that a beneficiary should not have a 
vested interest and the insured should 
have the right to change the beneficiary. 
Also the statutes of the state provided 
that a beneficiary should not obtain a 
yested interest even though a contract 
was made with the insured that the 
beneficiary should pay the premiums. 

The court held that the purchase of 
the certificate from the insured while 
living was an unauthorized and illegal 
act, and that while the beneficiary had 
no vested interest but only an expect- 
ancy, this expectancy was not defeated 
since the insured did not do what the 
statute gave her the right to do, i. e., 
change the beneficiary or revoke the cer- 
tificate. It consequently held that the 
beneficiary had a right to relief in 
equity. 


MUTUAL TRUST LIFE FIGURES 


Goal Is $100,000,000 in Force with 
$30,000,000 New Business—Olson 
Reelected President 


The annual meeting of the Mutual 
Trust Life of Chicago was held Jan. 25. 
Splendid progress was reported all along 
the line. 

In 1922, the company wrote $16,797.- 
000 of new paid business. The insurance 
in force on a paid basis was increased 
from $69,693,000 to $77,210,000; a gain 
of $7,517,000. The assets were increased 
during the year from _ $7,512,613 to 
$9,121,260 making a net gain of $1,608,- 
647. A very favorable mortality expe- 
rience was reported for the year—48 
percent of the expected. The average 
rate of interest earned was 6 percent. 
The company’s surplus for the year 
showed a nice gain. 

All officers were reelected, Edwin A. 
Olson continuing as president. 

Much optimism as to the outlook for 
1923 was expressed at the meeting. An 
aggressive drive is already under way 
tor $30,000,000 of new business during 
the year with the view of winding up 
1923 with $100,000,000. 





Reviews Its Death Claims 


The Connecticut Mutual Life has re- 
viewed its death claims for last year, the 
number being 1,251, which includes 45 
Women insured for $75,638. The amount 
of insurance was $4,403,826. The average 
age at death was 64.66 years. Heart dis- 
fase caused 247 deaths, apoplexy 151, 
Bright’s disease 106, pneumonia 98, can- 
cer 95. The greatest number of deaths 
tame between ages 50 and 60, there being 
163. The next largest group was be- 
tween 80 and 85, there being 155. Next 
ve between 75 and 80, there being 144. 
etween 70 and 75 years there were 140 
deaths. The average age in 1921 was 
5.87 years, 





ANNOUNCE PROMOTION 
REICHGOTT VICE-PRESIDENT 


Manager of Group Department of 
Missouri State Life Elected Officer 
of Company 


Henry Reichgott, manager of the 
group department of the Missouri State 
Life, has been promoted to a third vice- 
presidency of the company. Mr. Reich- 
gott has been with the Missouri State 
Life for three years, joining it Jan. 1, 
1920, to establish the group department. 
He is a graduate of Yale, class of 1914, 
and an associate member of the Actu- 
arial Society of America and the Ameri- 
can Institute of Actuaries. Immedi- 
ately following his graduation from 
Yale, Mr. Reichgott spent five and one- 
half years in the actuarial and group 
department of the Travelers, moving in 
1920 to the Missouri State Life. Under 
his management, the group department 
has thrived and become a considerable 
item in the company’s business. 


HOOVER FOR JOB INSURANCE 


Secretary of Commerce Says Companies 
Have Overlooked Important Field— 
Government Insurance Bureaucratic 


Herbert Hoover, secretary of com- 
merce of the United States, in address- 
ing the officers and agents of the 
Metropolitan Life, advocated unemploy- 
ment insurance and said that is one field 
that the insurance companies have 
overlooked. He condemned government 
insurance against unemployment as 
bureaucratic. 

President Haley Fiske of the Metro- 
politan replied that it would be neces- 
sary to amend the charter of the 
company by an act of the legislature 
before it could undertake to write such 
insurance. He said, however, that with 
the impulse Mr. Hoover’s recommenda- 
tion would give to the idea such an 
amendment would be sought and “the 
time will come” when job insurance will 
be written. 

Mr. Hoover is quoted as follows: 
“One field of insurance is not yet cov- 
ered. You have covered a great range 
of accident and disaster, but one great 
disaster remains unguarded. In the 
ebb and flow of business at irregular 
periods, we meet great floods of unem- 
pioyment. Less than 18 months ago, 
5,000,000 men were on the streets, and 
nothing leads to such lack of self-re- 
spect as a lack of a job by a man who 
wants to work. I commend to you, 
officers and managers, that here remains 
a field to be scientifically worked out to 
provide one of the greatest safeguards 
of our social stability.” 

The meeting was attended by 510 
managers, assistant managers and prize- 
winning agents of the company. 

It is thought that the Metropolitan 
would enter the unemployment insurance 
field if such amended legislation were 
passed, providing that in the meantime the 
actuarial and underwriting staffs of the 
company can evolve a practical plan for 
writing it. Protection of this character 
is granted by the British government al- 
though it has never been undertaken by 
private organizations. The scheme was 
proposed in Wisconsin although never put 
into operation. 


Will Enter South Dakota 


Announcement was made at the an- 
nual meeting of the Provident Life of 
Bismarck, N. D., last week that the 
company would enter South Dakota this 
year. The company first devoted its 
attention to North Dakota, then entered 
Minnesota and has so far limited its 
activities to those two states. Reports 
submitted at the meeting showed busi- 
ness in force of $11,286,422. 
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In the Rut 


Simply because it is traditional to associate the thought of Life Insurance 
with people enjoying good health, a number of agents give but little 
thought to the possibilities of writing ‘‘Impaired”’ risks. 





Think what it means to bring your sales effort up to an efficiently man- 
aged basis—to lose, approximately, only one out of a hundred prospects 
whose application has been made. 


Medical Life writes sub-standard policies as well as standard policies. 
Very seldom does a Medical Life salesman have an applicant rejected as 
“Unfit”. And that is why Medical Life salesmen, equipped with Standard 
and Child’s Endowment policies in addition to the Sub-standard policy, 
solicit their prospects efficiently—it is not necessary to pick and choose 
among them to find preferred risks. 


Write for particulars. 


tr 
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24,856 CLAIMS PAID IN 1922 


Most of the 24,856 claimants to whom we paid indemnity of $1,514,- 
924.33 for loss of time from injuries or iliness are still adding regularly to 
their life insurance. These are delivered by our own ready 
to avail himself of a cordial introduction to the claimant's friends, or to 
provide the claimant himself with the additional life protection he intends 
to take sometime. 

We can use more good men to help deliver the 27,000 claim drafts we 
will issue during 1923. If you want to make MORE MONEY a letter with 
satisfactory references will bring you full particulars. 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, President KANSAS CITY, MISSOURI 





























16 THE NATIONAL UNDERWRITER February 1, 19 
_ ——_ 








Agents Wanted 


For local territory in Illinois and Missouri. 
Contracts as liberal as any company can 
afford to offer, combined with unsurpassed 
service to agents and policyholders. Open 
territory for general agents in IIlinois. 





Liberty National Life 
INSURANCE CO. 


CAPE GIRARDEAU MISSOURI 


An old line legal reserve company 




















You May Be The Man 


Are you a young man? 
Do you have salesmanship ability ? 


Are you willing to travel away from home for several 
weeks at a time? 


Do you have some knowledge of the fire or life insurance 
business ? 


Do you have at least a high school and preferably a 
college education ? 


Are you willing to start on a moderate salary in a posi- 
tion which offers splendid opportunities for advancement? 


Do you think you would like to represent the National 
Underwriter Company, publishers of this journal, The 
Casualty Review, Fire Protection, Underwriters’ Hand- 
books, the Diamond Life Bulletins, the Argus Charts and 
numerous other aids and helps for insurance men ? 


Send a complete outline of your experience, your reasons 
for believing that you might meet the requirements of 
this position and the names of three responsible people 
who know you or know something of your work. 


Address 


The National Underwriter Company 
420 E. Fourth St. Cincinnati, Ohio 


Department B 
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LEARN TO PLAY, MUHLBERG’S ADVICE 














DR, 


tally or physically. 
5. 


temper. 
optimism and cheerfulness, 


MUHLBERG’S SEVEN 
SENSE” SUGGESTIONS 


1. Learn to play. 

2. Don’t eat too much. 

3. Take proper exercise. 

4. Don’t work too hard, either men- 


“HORSE 


Don’t worry, fuss or lose your 
The best tonic in the world is 
amusement 


6 Seek some healthful 


that diverts the mind and exercises the 
muscle. 


7. Once a year have your family doc- 


tor examine you for health, not for dis- 
ease. Insist that he examine particularly 
your heart, take your blood pressure and 
do a chemical and microscopical exami- 
nation of your urine. 


“The rules are so simple, so common- 


sense, that every rational person knows 
them instinctively; 
sense often conflicts with desire, or appe- 
tites, or prejudices, many persons permit 
themselves to be deluded into perusing 
the rainbow ends of cults, isms or medi- 
eal fads.” 


but since common 


This was the 


66 OT enough play.” 
N the grave comment made by 


Dr. William Muhlberg upon 


reading the telegraphic account of a 
pathetic case of self destruction. 





A Life Insurance Medical Expert’s Seven “Horse Sense” 
Suggestions for Keeping Fit 


BY GAYLORD DAVIDSON —— 


exemplified as the common result 9 
overwork and an utter disregard 9 
nature’s laws. It can even be held 
a sporadic case. Nevertheless, the pep. 
alty paid was extreme. Relatively, p,. 
ture demands her toll, either in extren, 
measure or in broken lives and sag. 
dened homes, from those who will no 
play enough, and who persist in djs. 
obeying her simple rules of life. 


Suggestions Will Help 
“in Prolonging Life 


It was not an “interview,” prearranged 
and formal. The evening paper’s tel. 
graphic story of the suicide seemed op. 
portune. Through its brief outline of 
a useful life cut short, I gained from 
Dr. Muhlberg much valuable data and 
the formulation of his seven “horse 
sense” suggestions for keeping fit 
based upon his practical experiences 
that if followed out, will go far toward 
prolonging life and happiness of all 
people who observe them. 

Evidently, then, a social chat, rather 
a heart to heart exchange of experi. 
ences, and to a degree confidences be- 
tween men engaged in the same bus- 
ness, but from a different angle. And 





still, as it will develop, the angle was 

















Dr. William Muhlberg, chief med- 
ical director of the Union Central 
Life, maintains a commanding posi- 
tion throughout the country as a 
student of life insurance conserva- 
tion. Following the establishment 
of a system of health tests by the 
Life Extension Institute of New 
York, some ten years ago, Dr. 
Muhlberg originated a similar sys- 
tem for his own company which 
has met with marked success. _ 

Dr. Muhlberg was born in Cin- 
cinnati in 1875. He was graduated 
from the University of Cincinnati 
in both the academic and medical 
departments in 1897. He was an 
interne in the Cincinnati Hospital 
from, 1897 to 1898; studied in 
Switzerland, Berlin and Vienna 
from 1898 to 1899; taught in the 
Harvard medical school from 1899 
to 1900; and was professor of 
physiology in the University of Cin- 
cinnati from 1902 to 1907; and was 
made chief medical director of the 
Union Central Life following 4 
term as assistant medical director 
from 1907 to 1916. His works and 


lectures on health conservation are standard and are widely quoted. 
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familiar verdict: 
ing.” 
of foul play. 


a vacation. 
family and friends, and the warnings 
of physicians, he 
beyond physical and mental endurance. 








The coroner’s jury had rendered the 
“Suicide by drown- 
There was no evidence or hint 


The victim was scarcely past 40; he 


was a successful manufacturer, and at 
the time of his death his business was 
exceeding all past records. 


He pos- 
essed a stately home and was blest 


with a devoted wife and several beauti- 
ful children. 


Yet in a moment of un- 
xplained dementia he drowned himself. 


All Work and No Play 


Is Dangerous Thing 


The unfortunate man had never taken 
Despite pleadings of his 


had driven himself 


The incident, while serving to intro- 


duce the subject of this sketch, forms 
the basis for a story that will, it is 


oped, carry a warning to many good 
eople, bringing them to the realization 


that “all work and no play” is indeed 


dangerous thing. 





The tragedy above outlined is not 


not so different; in fact demonstrating 
a growing tendency toward a better 
understanding and a closer comrade 
ship, in cooperation between the mat 
who produces the business of life ™ 
surance and the man who passes upo 
the quality of it. 

The seven suggestions set forth dis: 
tinctively in this article are not givel 
explicitly as “cure-alls” by Dr. Muhl- 
berg, but comprehend in the briefest 
expression the exercise of ordinary 
common sense in cooperating with 1 
ture in her ceaseless efforts to prolong 
life. 

In other words, Dr. Muhlberg sums 
up the entire story in this statement: 

“The rules are so simple, so common 
sense, that every rational person knows 
them instinctively; but since common 
sense often conflicts with desire, or 4? 
petites, or prejudices, many persons 
permit themselves to be deluded te 
pursuing the rainbow ends ol! cults, 
isms or medical fads.” a 

Dr. Muhlberg is the “human X-fay, 
of the Union Central Life. As its chiet 
medical director he is widely know ® 
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the originator of the policyholders’ 
health test as a purely company method 
of giving service to its policyholders. 
This method of conserving health and 
prolonging life consists of an opportu- 
nity extended annually to every policy- 
holder of the company, even in the 
smallest amount, to submit a specimen 
of urine, together with a brief ques- 
tionnaire as to his or her physical con- 
dition. If an analysis of the urine sub- 
mitted, indicates the presence of dis- 
ease, or its incipiency, or the result of 
the questionnaire indicates either con- 
dition, expert medical advice is prof- 
fered the policyholder direct from the 
medical department of the company, 
and if the gravity of the condition war- 
rants, and desire is indicated, coopera- 
tion with the patient’s home physician 
or the local medical examiner who may 
be identical, is given fully and freely. 


Marked Results Obtained 
Through Use of Plan 


Through statistics carefully recorded 
and analyzed the Union Central Life’s 
medical department has demonstrated 
that the results obtained, since the 
adoption of this method in 1914, are 
marked, evidencing not only a most 
favorable effect upon the company’s 
mortality ratio in the prolonging of 
life, but in restoring many of its pol- 
icyholders to normal health, 

The educational value of the system 
is hardly less significant in its relation 


' to the physical status of communities, 


even in the most remote. The plan has 
a tendency to raise the standard of effi- 
ciency among the company’s medical 
examiners and gives the company rep- 
resentative a wider vision and added 
responsibility in his work. 

Dr. Muhlberg does not claim origi- 
nality for this system, except as to its 
adoption as a distinctively company 
plan for specializing in health service 
to its own policyholders. 

Aside from the recognition given him 
by his colleagues of other companies 
for the success of this distinctive fea- 
ture of his department, Dr. Muhlberg 
is admired and recognized in the life 
insurance medical world, not only for 


) his brilliant lectures and reviews upon 


matters pertaining to medical selection, 
but for his practical methods of medical 
selection for his own company. 


: Many Disease Victims 


Not Aware of the Fact 


A technical analysis of the many ills 
affecting the human flesh, or an attempt 
following a diagnosis to prescribe reme- 
dies for them, is not germane to this 
article. Nevertheless a comprehensive 
outline of the vital causes of death, 


| and the existence of diseases which 


eventually cause death if not prevented, 
and which in the main are preventable 
by following Dr. Muhlberg’s sugges- 
tions, will serve further to carry out the 
scheme of this story. 

It is conservatively estimated that 
there are at the present time about 
1,000,000 persons in the United States 
who have diabetes. Most of these are 
past the age of 40 and it is probable 
that only about one-fourth actually 
know they have the disease—and for 
the most part, the patients who know 
they have it are victims of a fairly well 
advanced form of the affection. 


Early Diagnosis Will 
Lengthen Patient’s Life 


The earlier the diagnosis is made, the 
longer will the patient live. Those in 
whom the diagnosis is made in its in- 
cipiency and who have the intelligence 
to care for themselves properly, can live 
comtortably, happily and for a very 
long time. In fact, the disease is known 
> gree as long as 30 and 40 years in 
this early stage, so that it may be said 
scarcely to shorten life. On the other 
aad, advanced cases live only about 
three to five years, and necessarily they 
a observe the utmost care and sac- 
ice much, that, in a dietetic way, 
See life worth living. It is quite 
: ent, therefore, how important it is 
or everybody (particularly for those 








The Close of the Day’s Work 


HEN you begin to figure up your earn- 
ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 


such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


Inter-Southern Life 
JAMES R. DUFFIN, President 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Insurance Company 


LOUISVILLE, 

















Indiana National Life Insurance Company 
INDIANAPOLIS, INDIANA 


Splendid territory open in Indiana, Michigan and Illinois, for District and 
General Agents, who are capable of handling men. 


Best Commissions and Renewals. Renewals onced earned will be paid 
you or your estate. If interested in building for yourself, write 


Cc. D. RENICK, President ERNEST E. WEBSTER, General Agency Manager 














SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President 
INSURANCE IN FORCE DEC. 31, 1921 ‘ : : $37,100,961 
Assets . . ‘ : . : ‘ ; 4,442,069 
Payments to Policyholders since Organization . . , 3,727,743 


Exclusive General Agencies for Minneapolis, St. Paul and Duluth, direct with the Company. 
Openings for General Agents and Managers in Fifteen States 


Address S. W. GOSS, Vice-President and 
Manager of Agencies 


ROOKERY, CHICAGO 











The Companies That Stay Are the Companies That Pay 


When a company has proven its staying 


Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the companies 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, G 


MUNCIE, 


qualities, as the Western Reserve Life 





INDIANA 




















HARRISON B. SMITH, Presideot CHARLESTON 


THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory 
in the State of Michigan is ready for the right man. 


ERNEST C. MILAIR, Vice-President and Secretary 
George Washington Life Insurance Company 


Address 


WEST VIRGINIA 
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past age 40) to submit to an annual 
urinalysis. 

It is not exactly known how many 
persons in United States are afflicted 
with chronic inflammation of the kid- 
neys or Bright’s disease. The number 
is certainly not less than those who are 
afflicted with diabetes and the same 
generalizations apply—an early diagno- 
sis means either a cure or an arrest of 
the disease; and it is just as possible 
for the patient with an_ incipient 
Bright’s disease to live 20 or thirty 
useful, contented years, as it is for the 
early diabetic to do so. 


Heart Disease Is Chief 
Cause of Death 


What is the chief cause of death? 
Heart disease. This deadly malady, 
which all of us greatly fear, supersedes 
tuberculosis and pneumonia in its rav- 
ages. From the point of hygienists, 
there are three important. groups of 
heart disease: 

Heart disease resulting from infec- 
tious cases—scarlet fever and kindred 
ills in childhood; rheumatism at all 
ages, and poisoning from such food of 
infection as bad tonsils, teeth, and dis- 
eased nasal sinuses. 

Heart disease of the myocardial type, 
developing in persons who have had 
syphilis, who have imbibed too freely, 
worked too hard or have been sub- 
jected to occupational poisonings. This 
form also occurs secondary to other 
diseases, such at Bright’s and diabetes. 

The third form occurs principally in 
persons who are overweight; who eat 
too much; who worry and fret and 
who are too engrossed in business; who 
exercise too little, and don’t know “how 
to play,” who disregard the “common 
sense” rules of hygiene. Nature’s pun- 
ishment for such infractions is as severe 
as she inflicts for the major vices—in- 
temperance in alcohol, dissipation, im- 
morality and syphilis. 

High blood pressure is so often asso- 
ciated with heart disease that often it 





is impossible to decide whether the 


high blood pressure caused the heart 
trouble, or whether the heart trouble 
and the high blood pressure are both 
secondary to the same condition. Thus 
chronic Bright’s disease often, in fact 
usually, causes eventually both heart 
disease and high blood pressure. In 
fact, so frequently are heart disease, 
kidney disease and high blood pressure 
associated that doctors refer to the 
combination as cardio-renal disease. 

High blood pressure may be con- 
veniently divided into two classes: 

(1) A group of cases where the high 
blood pressure is secondary to kidney 
disease, heart disease or hardening of 
the arteries, 

(2) The essential form, which ap- 
pears to be the commoner and which is 
seen particularly in persons who dis- 
regard the common sense rules of hygi- 
ene described above. 


Typhoid and Tuberculosis 
Coming Under Control 


Typhoid is a vanishing disease and 
it is probable that in 20 years from now 
its occurrence will be as rare and inex- 
cusable as is smallpox at the present 
time. 

Tuberculosis is slowly but surely 
moving off ,the stage as the “great 
killer.” The death rate per 100,000 of 
tuberculosis of the lungs in 1911 was 
203; whereas in 1921 this had fallen to 
104—practically cut in half. 

There are many elements contribut- 
ing to this favorable showing: Better 
food and housing; earlier diagnosis; 
more effectual treatment; education of 
the public through antituberculosis 
propaganda of various sorts; the grad- 
ural strengthening of a natural biological 
immunity, and the influx into this coun- 
try of races less susceptible to diseases. 

Perhaps the recent influénza epidemic 
cleaned out quite a few weaklings: that 
would have died later of tuberculosis, 
but even discounting this later influence, 
the tendency is distinctly in the direc- 
tion of a gradual elimination of the 
disease. At the present rate, it will 





probably be a minor cause of death 
100 years from now, even if no specific 
remedy for it be discovered. 


Many Who Die Between 
40 and 60 Might Live Longer 


Conservatively, one-third of the per- 
sons who die at age from 40 to 60 
might easily have had their lives pro- 
longed beyond 60 or 65 if they had 
faithfully practiced very elementary 
hygienic rules and had taken very sim- 
ple precautions for safeguarding their 
health. Excluding children who die 
before their 10th years, about 32 per- 
cent of all deaths occur between ages 
40 to 60—a period of life where the 
economic value is highest and where the 
pleasure of existence should be the 
keenest. It is certainly deplorable that 
one-third of these deaths should be due 
to a neglect to which the average per- 
son would not subject his automobile. 

“What are you physicians going to 
do, doctor, with all these people who do 
not know how to play and won’t learn, 
and persist in burning the candle at 
both ends,” I asked. 

“The plan now is,” replied Dr. Muhl- 
berg, “to compel business men verging 
upon nervous collapse and probably 
suicide, to take an enforced vacation 
of not less than six months, absolutely 
removed from their business, compel- 
ling them to engage in some healthful 
and mind-relieving play.” 

How Life Companies Aid 

Conservation of Human Life 

The part that life insurance compa- 


nies play in the elimination of human 
waste and the conservation of human 


life is far reaching and ever widening- 


In spite of the fact that statistics upon 
this feature of health conservation be- 
come public property annually, it is 
doubtful if the general public and espe- 
cially the business men and women as 
well, of the country, have any concep- 
tion of the enormous strides gained in 
health conservation in the past few dec- 
ades through the combined efforts of 





the principal life insurance companie 
of America. 

Without bringing figures down 
date, it is known that insurance carrie 
by policyholders in the United State 
on the ordinary plan exceeds $22,099. 
000,000 distributed among an excess oj 
5,000,000 risks. Upon the practical as. 
sumption that there are about 30,000,099 
males in the United States past the age 
of 20, and that these for the most par 
are the heads of families consisting oj 
four members each, it is quite possible 
for life insurance companies to reach 
about one home out of every five or six 
in the community, and thereby instruc 
in proper health measures, directly o; 
indirectly, about 20,000,000 persons, or 
about 20 percent of the population. |p 
addition some 35,000,000 industrial poli. 
cies are carried, but much of this js 
on women and children. 


Cooperation in Work of 
Helpfulness and Protection 


In carrying out this scheme of help. 
fulness and protection to policyholders 
of life insurance companies, the com- 
pany official, the company’s medical ex. 
aminer, and the representative of the 
company who writes the application, 
are bound together in a common tie of 
brotherhood and loyalty. 

More than ever does the medical 
board of life insurance company coop- 
erate with its medical examiners and its 
agents alike, in determining the fitness 
of applicants for life insurance protec- 
tion. In fact, the agents of a life in- 
surance company are practically ex- 
officio officials of the company. Cer- 
tainly the medical examiners are re- 
garded as such. 

Dr. Muhlberg, while not discounting 
the value and high service of the trained 
city examiner, always alert and ever 
well equipped with instruments of u- 
erring delicacy, nevertheless pays a 
high tribute of confidence and esteem 
to what is known as the “country prac- 
titioner.” He may _ not be as skilled 
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Vice-President of the Company; Prés- 
ident Peoples Savings Bank, Traverse 
City, Mich 

CHARLES R. TALBOT 
Vice-President National 
Commerce, Detroit. 

D. D. AITKEN 
Director Industrial Savings Bank, 
Flint, Mich.; President Imperial 
Wheel Company, Flint, Mich.; Pres- 
ident Marvel Carburetor Company, 
Flint, Mich, 
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DETROIT , MICHIGAN 


ASSETS 
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First Mortgages on Real Estate and Real Estate Bonds 
(Worth in each instance double the amount loaned). ..$5,101,197.04 
Policy Loans and Renewal Premium Notes (net)............ 7 40 
row "Estate ($230,000 Sold on Contract).........ccccccccesecce 234,093.58 
Span eONRnnneenendenicdsavounsnsesensetseteenweenaneeones 329,313.62 
Liberty er War Savings Stamps and Tax Certificates. 9,463.77 
SEGGSECHONSCOCSCRRreSReoReeenseneeseseESseoets .00 
rs —- I cca vinensaisssadeideessedssiseiases 1zenecat 
Deferred and Uncollected Premiums (net).................++ 106,629.69 

Furniture, Underwriting Equipment, _— and Supplies 
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Financial Statement December 30th, 1922 





LIABILITIES 


Reserve for all policies in force including disability reserv 
Reserve for installment trust benefits not yet due 
— bench 


Reserve for present value of 
Reserve for unpaid claims in course 


Reserve for premiums and interest td in advance and 


dividends left on 


deposit . 
Reserve funds apportioned and set aside for annual divi- 
re TS ee are 


Reserve for agents’ credit balances.............. 
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The Sums Paid Policyholders and Their Beneficiaries from: Organization to date Amount to 
Amount Now Held for Protection and Benefit of Policyholders 


Total Amount Paid To and Now Held for Benefit and Protection of Policyholders 
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BOARD OF DIRECTORS 


JUDGE FRED H. ALDRICH 
General Counsel of the Company 


CLAUDE P. SYKES 
Life Insurance 


MILLARD F. COTTRELL 
Life Insurance 


AARON L, SIBLEY 
Superintendent Loan Department of 
the Company 


Detroit, 


Address F. D. Davis, Director of the School, 408 West Fort Street, Detroit, 


ARCHIE A. ANDERSON 
Director Hastings City Bank, Hast- 
ings, Mich.; Treasurer Hayes-Ionia 
Company, Grand Rapids, Mich. 


ROY W. ANGER 
Vice-President of the Company 


DR. WILLIAM H. BROWNE 
Medical Director of the Company 


CLARENCE L. AYRES 
President of the Company 


The American Life School of Life Insurance and Life Insurance Salesmanship affords an opportunity to learn scientific Life Insurance without expense. 
begins Monday morning, January 29th, at the Company’s office, 408 West Fort Street, 
additional salesmen in the following states: 
North Dakota, Minnesota and Wisconsin. 


Michigan. 


Michigan. 


COMPANY 


Clarence L. Ayres, President 
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. +» -$2,479,746.42 
.. - -$6,988,645.72 


Permanent position guaranteed at completion of course. 
Michigan, Pennsylvania, Ohio, Indiana, Illinois, Iowa, Missouri, Kansas, Oklahoma, Colorado, Oregon, Washington, South Dakota, 


$6,988,645.72 


$61,089,578.84 
$ 6,988,645.72 


$ 2,424,678.99 


$ 9,468,392.14 


HAROLD P. TROSPER 
Vice-President of the Company 


MARION O. ROWLAND 
Secretary of the Company 


DR. JAMES W. GLOVER 
Professor of Insurance Mathematics, 
University of Michigan, Ann Arbor, 
Mich. 


F. DAYTON DAVIS 
Director American 
Salesmanship 


Life School of 
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as the city physician in making exami- 
nations for insurance companies, but he 
compensates for this by knowing inti- 
mately the family and personal history 
of almost every applicant he may ex- 
amine,” said Dr. Muhlberg. “Then too, 
the city physician is inclined to special- 
ize, which narrows his_ vision. The 
country physician’s knowledge may be 
more superficial but it is often broader. 
Ideal insurance examiners are neither 
superficial nor have they a circum- 
scribed vision. The best examiner is 
a doctor who is somewhere between 
these extremes.” 


No Desire to Impose 

Additional Burdens 

Referring to medical selection Dr. 
Muhlberg stated that it is not the desire 
of medical directors in general to im- 
pose any additional burdens on the 
agent or the applicants in the way of 
further requirements, such as x-ray ex- 
aminations of the chest, or ophthalmo- 
scopic examinations of the eye, or 
Wasserman tests, except in so far as 
such examination and tests may be of 
service in giving favorable considera- 


) tion to a risk, who might otherwise 


be declined on the suspicion of having 
some grave disease. 

For instance, formerly where a com- 
pany was in doubt as to whether or 


| not the applicant had tuberculosis of 


the lungs he was declined; but now if 
a favorable x-ray picture of the chest 
may be obtained the risk can be ac- 
cepted. 

Believes That Prohibition 

Is 60 Percent Effective 

Dr. Muhlberg did not appear to care 
for a discussion of the prohibition ques- 
tion from a personal standpoint, al- 
though he is of course favorable to its 
enforcement, and unquestionably is in 
favor of the movement. From the 
standpoint of its favorable effect upon 
insurance risks, he stated that he be- 
lieved prohibition was 60 percent effect- 
ive, basing his opinion upon investiga- 
tion of insurance risks. He states that 
the Union Central Life’s declinations on 
account of unfavorable habits, are at 
present considerably less than half what 
they were five or six years ago. An 
analysis of the death losses indicates 
that those diseases directly attributed 
to alcohol have also been reduced in 
number. 

Dr. Muhlberg holds that the furnish- 
ing of life insurance protection to the 
greatest number of people is not only 
the privilege but the duty of life insur- 
ance companies, and that the selection 
of risks should not be hampered by 
fads and new fangled ideas of speciali- 
zation in determining the basis of phy- 
sical condition upon which policies 
should be issued. 


Award Contract for Building 
The Life Insurance Company of Vir- 
ginia has awarded the contract to John 
T. Wilson Company of Richmond for 
the erection of an 11-story annex to its 
present five-story home office building 
in that city. The building will be 
erected at a cost of $900,000. Work 
will begin March 1 and it is hoped to 
have it ready for occupancy by the 
early fall of 1924. The architectural 
effects will be along the lines of the 
Present building which adjoins the site 
at Tenth and Broad streets on which 
the new building will be erected. 


TEXAS AGENTS MEET AT 
DALLAS FOR CONGRESS 


(CONTINUED FROM PAGE 2) 


on life insurance policies being carried 
by borrowers and that life insurance is 
now an accepted credit in business 
transaction. They said they believed 
the time would come when all banks 
would demand the existence of a life 
insurance policy when loans are to run 
for any length of time. 

John Philp of Huey and Philp, post- 
master at Dallas, discussed the value of 
business insurance under the head of 
the effects of the death of a partner or 
valuable member to any firm. Mr. 
Philp said shrewd business men are 
aware of what the loss of a member of 
the firm means and how easy it might 
be for a crash to follow the sudden 
death of an important member or a part- 
ner of a firm, and are guarding against 
any emergency through business insur- 
ance. Mr. Philp thought that every 
partner or important member of every 
firm should carry life insurance in favor 
of the firm in justice to himself and in 
justice to the firm. He thought money 
invested for premiums by the firm for 
this purpose is money well spent. 

Sam Cummings discussed program 
life insurance, pointing out that life in- 
surance should be provided for specific 
needs of the insured and his benefici- 
aries. Under that he considered a 
varied line of policies and developed the 
fact that life insurance is now written 
for most any legitimate purpose. 

Elmer S. Albritton, Minnesota Mu- 
tual, discussed the opportunities of the 
salesman as a writer of life insurance. 
He pointed out the greatest opportunity 
was that of serving the community in 
providing or pointing out the way for 
providing, progress, prosperity, satisfac- 
tion and happiness through life insur- 
ance which protects. 


Los Angeles Salesmen Incorporate 


In order to facilitate the handling of 
their joint interests, Charles L. Lewin 
and Dan M. Baker, Jr., leading life in- 
surance salesmen of Los Angeles, have 
incorporated their business under the 
title of Lewin & Baker, Inc., with a 
capitalization of $250,000. This action, 
however, will nbdt affect in any way the 
individual personal production of either 
of the gentlemen. 

In December Messrs. Lewin and 
Baker wrote and paid for $2,250,000 of 
insurance, and for the year the total vol- 
ume of their business was aproximately 
$6,000,000. Their December production 
included large policies placed on a num- 
ber of prominent men, among them be- 
ing Cecil B. DeMille, Van B. Foster, 
Arthur Letts, Douglas MacLean. A 
large policy was also written on the life 
of Dorothy Phillips. Mr. Lewin, in con- 
junction with Sam Behrendt, has just 
placed a $500,000 policy on the life of 
Jackie Coogan for the Metro Pictures 
Corporation, which recently closed a 
contract with Jackie for his next four 
pictures. The insurance was written on 
the endowment plan, as of age 18. 


Allen T. Walters, Jr., manager in West 
Virginia for the Union Central Life, is 
very proud of his agency record for 1922, 
which carries 94 percent increase over 
the former year. He has put on some 
new men and is covering outstanding 
territory heretofore undeveloped in a 





constructive way. 
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HE Chicago National 
Life Insurance Com- 
[S877 pany has special in- 
EZZ ducements for live 


agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 


influence of 1200 stockhold- 
ers in both States. 


Five thousand leads received last 
month from our stockholders. 


Chicago National Gnderwriters Co. 


INCORPORATED 


GENERAL AGENTS 


202 So. State St. 


Chicago, III. 




















General Agents Wanted 
AT THE FOLLOWING POINTS 


Chattanooga, Tenn. 
Cookeville, Tenn. 
Petersburg, Va. 
Culpeper, Va. 
Greensboro, N. C. 
Raleigh, N. C. 
Elizabeth City, N. C. 


R. H. ANGELL, President 


On Agency Matters address W. F. Macallister, Agency Manager 


WE OFFER 

DIRECT HOME OFFICE CONTRACT 

ASSISTANCE IN FINANCING AGENCY 
LIBERAL FIRST YEAR AND RENEWAL COMMISSIONS 

ASSISTANCE IN TRAINING AGENTS 

FREE CIRCULARIZATION BUREAU 

LIBERAL SUB-STANDARD DEPARTMENT 
MODERN POLICY FORMS 
GUARANTEED LOW PREMIUMS 


Shenandoah Life Insurance Co., Inc. 


ROANOKE, VIRGINIA 


Newark, N. J. 

Jersey City, N. J. 
New Brunswick, N. J. 
Trenton, N. J. 
Camden, N. J. 
Patterson, N. J. 
Atlantic City, N. J. 


W. L. ANDREWS, Sec., Treas. 




















Double Indemnity 





BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 
Our Policies Provide for 


Disability Benefits 


Reducing Premiums 
SEE THE NEW LOW RATES 
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AETNA LIFE MAY ACT 
IN CHICAGO EMBROGLIO 


(CONTINUED FROM PAGE 1) 
which carry his case to the appellate 
court. That again will necessitate a de- 
lay of 30 to 60 days before action could 
be realized. 


Complete Form of Answer 


The answer filed by the counsel for 
the association reads as follows: 


Jacob C. Punch, et al., Complainants, 
vs. Aetna Life Insurance Company, etal, 
Defendants. In Chancery. No. B-90746. 

The joint and several answer of W. J. 
Arnette, H. Ware Caldwell, John H. 
Dingle, Carl Joseph, Joseph Mills, Har- 
per Moulton, Robert F. Shafer, Jens 
Smith, U. C. Upjehn, John W. Yates, 
Darby A. Day, Harry A. Macnamer, Ed- 
ward Paltysek, A. A. Drew, Everetts 
Wrenn, Edward A. Ferguson, H. C. 
Castor, Samuel T. Chase, D. G. Drake, 
Edgar C. Fowler, Jules H. Meyer, C. J. 
McCary, Jesse E. Smith, L. Brackett 
Bishop, H, B. Johnston, Franklin Wyman, 
Robert F. Palmer, Ralph H. Hobart, H. 
F. Oates, Morris H. Bokum, R. W. Gib- 
son, James M. Hart, Herman G. Hintz- 
peter, George Hoffman, Julius H. Meyer, 
Edward C. Platter, O. D. Richardson, 
Jules Girardin and Edwin Austrian, 
Defendants, to the amended bill of 
complaint of Jacob C. Punch, et al., com- 
plainants. 

These defendants, saving and reserv- 
ing unto themselves all benefit and ad- 
vantage which can or may be had or 
taken to any errors and imperfections in 
the amended bill contained, for answer 
thereto and to so much and such parts 
thereof as these defendants are advised 
it is material or necessary for them to 
make answer unto, answering say: 

1. These defendants admit that they 
are respectively. members of the execu- 
tive committee of the Life Underwriters’ 
Association of Chicago and of the Man- 
agers’ Association as alleged in the 
amended bill of complaint. The Mana- 
gers’ Association is merely an informal 
voluntary association of certain of the 
Chicago and Illinois general agents for 
and managers of, life insurance com- 
panies doing business in the state of 





Illinois, The Life Underwriters’ Asso- 
ciation of Chicago is an Illluois corpora- 
tion, not for profit, its membership being 
limited only to persons engaged in the 
business of life insurance in and about 
Chicago, 


Explain Business Methods 


2. These defendants admit that com- 
Plainants are, and for the past several 
years have been, engaged in the busi- 
ness of soliciting citizens of the state of 
Illinois to make applications for policies 
of life insurance and particularly those 
of such citizens who reside in and about 
Chicago, but these defendants are in- 
formed and believe, and upon such in- 
formation and belief charge the fact to be 
that the complainants have, during said 
period confined their said solicitations, 
primarily, to persons already holding 
policies of insurance in life insurance 
companies represented by one or more of 
these defendants, and have made it their 
regular practice to attempt to induce all 
such policyholders to cancel their ex- 
isting policies or to permit them to 
lapse for non-payment of premiums, and 
to take in lieu thereof insurance in 
companies represented from time to time 
by complainants, upon which new in- 
surance complainants are paid commis- 
sions. 

3. As a means of successfully carry- 
ing on their said business, complainants 
employ, and for many years past have 
employed, various devices cleverly cal- 
culated to mislead and deceive such 
policyholders as to the rights and bene- 
fits accruing to them, and which will 
accrue, under their existing contracts of 
life insurance, and as to the relative 
advantages which will accrue to such 
policyholders from a cancellation of 
their said contracts and the substitu- 
tion therefor of new contracts of insur- 
ance with the companies then being rep- 
resented by the complainants. As a re- 
sult of long study and practice of such 
devices, complainants have become ex- 
ceedingly skiliful in their use, and in 
consequence, have successfully deceived 
great numbers of the holders of valu- 
able policies of life insurance, as to their 
true value, and have induced them to 
surrender such policies and to procure 
in lieu thereof policies of insurance 
inferior in value; to the great detriment 





of such policyholders and to the manifest 
injury of the companies by which such 
surrendered policies had been issued and 
the agents through whose efforts they 
had been obtained. By reason whereof 
the complainants do not come into this 
court with clean hands. 


Deny Conspiracy Charge 


4. These defendants admit that the 
defendant, T. J. Houston, occupies the 
position of superintendent of insurance 
in the department of trade and com- 
merce of the state of Illinois, and in 
that capacity is charged with the duty 
of enforcing the statutes of the state of 
Illinois governing the licensing, among 
others, of foreign life insurance com- 
panies, and all agents and solicitors of 
foreign life insurance companies, and 
with the supervision and regulation of 
the conduct of the business of such com- 
panies, their agents and solicitors, to 
the end that the citizens of the state of 
Illinois may be protected from unfair 
and fraudulent practices on the part of 
those engaged in the business of issuing 
policies of life insurance and of solicit- 
ing persons to apply for policies of life 
insurance in life insurance companies. 

5. These defendants deny any and all 
manner of combination, conspiracy or 
confederation among themselves, or 
with the said T. J. Houston, and further 
deny that any action taken by the said 
superintendent of insurance has been in 
furtherance of any combination, con- 
spiracy or confederation between him 
and these defendants, or any or either 
of them; and these defendants believe, 
and in accordance with such belief, 
charge the fact to be that all action, if 
any, taken by the said superintendent 
of insurance toward the revocation of 
the licenses of the complainants or of 
the defendants, Aetna Life Insurance 
Company, and the Columbian National 
Life Insurance Company, has been taken 
by said superintendent of his own mo- 
tion, for the sole purpose of protecting 
the public from the further harmful 
practices of the complainants of the 
kind hereinbefore referred to. 


Explain Practice Called “Twisting” 


6. The practice of securing applica- 
tions for life insurance by means of 





inducing the applicant to surrender ey. 
isting insurance is commonly caljeg 
“twisting” and solicitors of life ingy,. 
ance who, like the complainants, ¢op. 
fine their activities principally to th 
procuring of applications for life ingy,. 
ance by this means, are commonly 
known and referred to as profession 
“twisters.” The chief vice of the prag. 
tice lies in the fact that few policy. 
holders, however intelligent and wey 
informed they may be generally, are 
capable of determining :for themselves 
the actual and potential value of a life 
insurance policy which has been in forg 
a stated number of years, as compare; 
with the value of a new policy for th 
same principal amount, and they conse. 
quently become ready victims of th 
skillful “twister,” whose only interes 
in the subject lies in persuading th 
insured to apply for new insurance o 
which such agent will be paid commis. 
sions by the insuring company. 


Attitude of the States 


7. Recognizing this situation, th 
officers and managing agents generally 
of the leading life insurance companies 
throughout the United States, as well as 
commissioners and superintendent of ip. 
surance, have deemed it their duty to d& 
what may rightfully be done to suppress 
the practice or at least to bring it under 
control. As a result largely of their ac. 
tivities during the past few years, the 
insurance laws of approximately » 
states now contain provisions aimed 
directly at the practice of “twisting,” 
and the campaign of education and en- 
lightenment is still being vigorously 
carried on by those having the best in- 
terests of the life insurance business, 
and consequently the welfare of the 
public, at heart. These defendants who 
are, and have been for the past several 
years, members of the Managers’ As- 
sociation of Chicago, referred to in the 
amended bill of complaint, have equally 
with others connected in a managerial 
capacity with the conduct of the life in- 
surance business, devoted both time and 
effort to combating the “twisting” evil 


Justify Methods Used 


One of the means employed has been 
to persuade the officers and managing 











Insurance in Force December 31, 1922............. 
THIS IS THE LARGEST VOLUME OF BUSINESS EVER PLACED UPON THE 
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BOOKS OF ANY KANSAS LIFE INSURANCE COMPANY 


H. K. Lindsley, President 


Kansas’ Greatest Life Insurance Company 





ADMITTED ASSETS LIABILITIES 

First Mortgages on Real Estate...... didbeuebeenntesennnseced $1,717,705.00 Legal Reserve on Policies. ........sseecceseccccccccessccccesces $2,633,963.05 
UW. B. Eaeeep Damien ccccccsccesccs . 45,600.00 Comtiment Beseren Gh Peis cncccveccesccscescccsseccevcseses 125,606.01 
State, County and Municipal Bonds. - 1,106,651.69 Credits to Policyholders, left with Company at Interest.......... 644,096.88 
Loans and Liens on Policies. 641,664.67 SR OP CS 0-0.5.5042 6 encrdensssccadeehecccccccscesecsees 19,573.52 
Cee Bh BES ccovesccocese 196,727.43 Death Claims Incurred (Proofs not Completed)...........+.+++. 15,500.00 
Acermed Interest ...ccccccscccscccee . 61,264.30 Premiums and Interest Paid in Advance.......+..-ssseeeseeeeee 24,232.21 
Net Premipms in Process of Collection. ......+e++seeeseeeeeereee 142,796.44 All Other Liabilities 6... .cccccccccccvccccccccccccccccesccscess 7,758.95 

Furniture and Fixtures (Charged off). Capital Stock ........ $275,000.00 

_————— Unassigned Surplus .. 166,678.91 

Total AGaisted Assets... occcccccscsccccscccesccscceseoss $3,912,409.53 ssiaaesinestetindineiaie 
Total Surplus for Policyholders’ Protection...........- 441,678.91 
Total Ldebitles cccccccccccccccccccccccccceccccccccess $3,912,409.53 

PAID TO POLICYHOLDERS SINCE ORGANIZATION ' 
$1,293,146.63 
ON DEPOSIT WITH THE STATE OF KANSAS, DECEMBER 31, 1922 
$2,825,360.29 
More than the amount required by law. A deposit for the protection of the Company’s 
Policyholders—exceeding the legal reserve of the Company 

Gain in Admitted Assets during 1922.................... ree Pry ee Wesectedusieeueacvatieic acre $ 639,575.27 


sawep ania $32,170,220.00 


_.. THE FARMERS & BANKERS LIFE INSURANCE CO. 














J. H. Stewart, Vice-President . A. Brubacher, Counsel 
Frank B. Jacobshagen, Secretary . J. L. Evans, Medical Director 
WI HITA J. H. Stewart, Jr., Assistant Secy. J. D. Waite, Actuary ; n 
C. A. Swallow, Chief Clerk T. L. Morgan, Field Supervisor - 
—————t ee 
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agents of life insurance companies gen- 
erally, that the practice cannot well be 
effectively stopped so long as reputable 
companies continue to invite . “twisted 
pusiness”; and to convince all such offi- 
cers and agents that the insurance busi- 
ness as a whole, as well as that of each 
individual company, will suffer in the 
jong run from an encouragement of the 


» practice, notwithstanding there may be 


eke a Oo + «tee Se Te 


Naas! 


an immediate gain to the comparatively 
few companies inviting business of this 
character. It may be, for all that these 
defendants know to the contrary, that 
certain life insurance companies which 
formerly accepted business from the 
complainants, now refuse to do so, as 
alleged in the amended bill on the 
ground that the complainants are pro- 
fessional “twisters,” so-called, but these 
defendants deny that they have at any 
time falsely represented complainants’ 
methods of doing business or have 
“caused” such refusal by any means. 
Defendants believe that such refusals to 
accept complainants’ business have re- 
sulted wholly from the conviction on 
the part of the officers and managing 
agents of such companies that the 
practice of “twisting” as carried on by 
the complainants is injurious to the 
public and ought not to be encouraged 
by the acceptance by such companies of 
business procured by such means. 


Deny Injury or Interference 


8. These defendants deny that they 
or any or either of them have ever 
sought to injure or interfere with the 
business of the complainants, either as 
solicitors of insurance or as counsellors 
in life insurance matters, and aver that 
their efforts have been devoted wholly 
to the suppression and elimination of 
the practice of “twisting”; that they 
have confined their efforts in this behalf 
to fair and lawful means and have not 
in any case directed their activities 
against the complainants in particular, 
and these defendants further aver that 
the business of the complainants has 
suffered from these defendants’ efforts 
only to the extent that it has depended 
upon the practice of “twisting” herein- 
before referred to. These defendants 
specifically deny that it is now, or has 
ever been, their intent to boycott the 
complainants or to prevent them from 
engaging in the business of soliciting 
applications for life insurance by any 
fair and honorable means. 

9. These defendants neither admit nor 
deny any of the allegations contained in 
paragraphs numbered 1, 1a, 1b, 2, 3, 6 
and 7 of the amended bill of complaint, 
which have not been heretofore an- 
swered, and in so far as any of such 
allegations are or may become material 
to the hearing of this ‘cause, demand 
strict proof thereof. 


Ask Dismissal of Case 


10. These defendants neither admit 
nor deny the amount of the annual in- 
come of the complainants from their al- 
leged business as insurance agents and 
brokers, nor the approximate amount of 
policies which they intend to place with 
the defendant insurance companies dur- 
ing the period alleged in paragraph 8 of 
the amended bill of complaint; nor do 
these defendants admit or deny the alle- 
gations of paragraph 5 of the amended 
bill of complaint insofar as they relate 
to proceedings taken by said superin- 
tendent of the insurance division of the 
department of trade and commerce of 
the state of Illinois, in connection with 
the defendant insurance companies, their 
Officials and agents or either or any of 
them; but insofar as the allegations are 
or may become material to the hearing of 
this cause, demand strict proof thereof. 

ll, Each and every averment of the 
amended bill of complaint not hereinbe- 
fore expressly or by reasonable intend- 
ment admitted or denied, is hereby 
denied. 

Wherefore, these defendants pray that 
they may be hence dismissed with their 
costs and charges to this behalf most 
Wrongfully sustained. 


Will Enter New States 


. The National Savings Life of Wich- 
ita, Kan., held its’ annual meeting the 
other day. It has 25 directors, the ma- 
jority of whom live in Wichita. A very 
satisfactory condition of the company 
Was reported at the meeting. It is now 
operating in Kansas, Missouri and Ar- 
kansas. It expects to write $10,000,000 
in 1923 and will probably enter a num- 
ber of additional states. It is only seven 
months old. Loui A. Boli, Jr.. formerly 
of Dallas, Tex., is vice-president and 
agency director. 





COMPANIES SEEKING 
TO CLARIFY CLAUSE 


(CONTINUED FROM PAGE 3) 


are no ifs, ands or buts about it. It is 
so well defined as to be almost an auto- 
matic affair. The prompt payment of 
money, the excellent service given to 
beneficiaries, have made for life insur- 
ance an enviable name. 


Friction Was the Result 


“The uncertainty of the coverage of 
the disability clause, the lack of uni- 
formity in making settlements, the de- 
lays, the explanations, the unexpected 
interpretations of coverage, and all the 
rest of it hurt the standing of life in- 
surance immensely in some quarters. 
I have been frequently told that the 
Equitable Life of New York went out 
of the accident and health business be- 
cause it felt that policyholders who did 
not understand their disability coverage 
were forming the wrong kind of an 
opinion regarding the company, and 
that the disability business was doing 
the company more harm than good. I 
do not know whether that is true, but 
I can readily understand that where a 
large compariy like the Equitable with 
hundreds of thousands of policyholders 
all over the country gets into the set- 
tlement of accident and health claims 
on a large scale, there is going to be 
more or less friction and dissatisfac- 
tion among policyholders. This is cer- 
tainly what happened before the dis- 
ability clauses were more understand- 
able to the layman. 


Would Eliminate Speculation 


“The ideal disability clause would 
perhaps be one something along the 
line announced by the Bankers Life of 
Des Moines (that is, providing that 
when the assured is no longer able to 
earn a living in the occupation which 
he has always followed he is, then, in 
effect totally and permanently disabled, 
and entitled to all of the benefits of the 
disability clause.). A clause of this 
kind eliminates speculation as to 
whether an assured might earn a 
living in some other business. At the 
present rates I don’t see how a com- 
pany can issue such a clause, because 
it certainly invites moral hazard, and 
has a number of dangerous features at- 
tached to it that life companies should 
try to avoid. Perhaps the Bankers’ 
Life can make a success of it if a suffi- 
cient premium rate is charged. 


Sees Mistaken Impression 


“There is a mistaken impression on 
the part of some of the smaller western 
companies that the big fellows in the 
east are competing hotly for business, 
and that because of this one company 
after another refines and improves its 
disability clause. This is an erroneous 
impression. The fact of the matter is 
that all that the big eastern companies 
are trying to do is to clarify and make 
more understandable the provisions of 
the disability clauses they are using. 
When policy holders know what the 
disability clause means as well as the 
companies themselves do, these contro- 
veries between the company and pol- 
icyholder, which are so deplorable, and 
which have in the past, I think, seri- 








| 








Prediction more than fulfilled 


N January 1919, President C. W. Brandon of the 
Columbus Mutual Life predicted the company’s 
business in 1923 would be five times as big as that in 
1918. During 1922 the company’s business was ac- 
tually over nine times as much as that in 1918 and in 
1923 it promises to be 15 times as big. Production 
in December last was nearly as large as the entire 
Production for 1918. 

The Columbus Mutual Life gained in 1922 ap- 
proximately 25% in assets, surplus and insurance in 
force. The annual report will interest every man 
concerned with insurance. Write your name and ad- 
dress on the margin of this advertisement, mail to-the 
company’s Home Office at Columbus, Ohio. The re 
port will be forwarded to you. 




















WANTED ina'tnd Gncinnat, Ohio 
Write for further particulars. Here’s an opportunity for a good man 


to get in on the ground floor with a ve 
young Ohio company 


ADDRESS B60 
Care of the National Underwriter 
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©)Thie OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE 


Slate LATEST POLICIES AND AGENCY CONTRACT Ba'EZ IGE: 
Openings OHIO, IND., KY., MICH. and W. VA. Write Columbus 














Quoting Kindly Comment 
“Efficient management” ‘‘war claims paid in full’’ 
“High grade agency force” “Extra war premiums returned” 
“Low mortality and net cost” “NOTABLY SUCCESSFUL” 
Write the HOME OFFICE of 


The Midland Mutual Life InsuranceCo. 
COLUMBUS, OHIO 
“‘Never Contested or Compromised a Claim’”’ 


For ideal General Agency contract in Pennsylvania, West Virginia and Michigan 








EDMUND P. MELSON, President 





Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 
to female risks between the ages of 15 and 60. 

The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 
J. DE WITT MILLS, Secretary 
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We are now offering our 
*‘Complete Protection Policy’’ 


ORDINARY LIFE 
20 PAY LIFE .. 


KANSAS, 





Complete 


and ARKANSAS 


— that is — 


. - IF YOU DIE 
. - IF YOU LIVE 


an 


MISSOURI 


Protection 





GOLDEN RULE AGENCY CONTRACT 





Full information about our Agency Contract and ighted 
Policies can be secured by we 


LOUIS A 


Agency Director 


WICHITA 


. BOLI, Jr. 





KANSAS 











More Than 1!4 Million 


Policies Now In Force 





Only four other life insurance companies in America have 


more policy contracts in force 


than this company. A study 


of the following growth in ten years is invited: 


Jan.1,1913 Jan. 1, 1918 
nthicdakwawt $ 6,695,921 
432,711 
Insurance in Force... 61,484,358 


Assets 
Policies in Force..... 


Attractive opportunities open to 


Jan. 1, 1923 


$ 14,008,422 $ 34,017,031 
759,448 1,403,546 
115,099,897 296,880,278 


agents in Ohio, Indiana, Ken- 


tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President 


CINCINNATI, OHIO 


Organized February 23, 1888 
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The Acacia Mutual Life Association 


Did Not Happen by Chance 


New Insurance Issued in 1921........ +++$ 42,448,000.00 
Gain in Insurance in Force.........+++++ 30,124,750.00 
Insurance in Force Dec. 31, 1921........ 101,222,295.00 
BOBO cccccccesccccccccceccccccccscccce 613,494.57 
Increase in Assets .......sseeeeeeeeeeee 1,518,954.00 
Increase in Reserve ...-+..seeceeceeeece 1,282,156.00 
Increase in Surplus .........+eeeseeeees 225,575.00 
led Insur égnce Protection—Lowest Net Cost 
Absolute Security — Service — juare 
A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C° 








To the Man 





For Contracts and Territory, Address 
H. M. HARGROVE - 


Who Is Willing—and WILL 


to offer unusual opportunities for 


President 
Beaumont, Texas 














ously injured the name of life insurance, 
will cease. Then the total and perma- 
nent disability clause will commence to 
take its proper place. 


Seeks Definiteness 


The effort now on the part of this 
company and all companies is merely to 
set forth more definitely just what is 
being covered by the disability clause. 
If other changes are made within the 
next year, and perhaps they will be, it 
will only be for the purpose of letting 
the assured see more positively in un- 
derstandable language what he _ has 
bought. In settling disability claims 
the company has to assume a most lib- 
eral and generous attitude. Nearly all 
companies have. This being true why 
not provide in the policy and in clear 
cut terms the coverage that is finally 
given any way?” 


LOANING AT LOWER RATES 





Life Companies Pursuing Liberal Policy 
in Regard to Farm Mortgages 
in the Northwest 





MINNEAPOLIS, MINN., Jan. 30.— 
Life insurance companies are pursuing 
a liberal policy toward farm mortgages 
in this territory. It is reported here 
that some of the larger companies are 
placing loans as low as 5 per cent in 
southern Minnesota, as low a rate as 
ever has prevailed in that territory. 
They are having very little competition 
from private investors who up to two 
or three years ago were large buyers 
of farm mortgages. The default in in- 
terest payments and foreclosures of the 
past two years, especially in the grain 
belt, have made the individual investor 
somewhat skeptical of the farm loan and 
he is putting his money into bonds. 

The Wells-Dickey Company, one of 
the largest farm mortgage houses in the 
west for the past 20 years, is withdraw- 
ing from that field and has relinquished 
its position as representative in the 
northwest of the Metropolitan Life. 
The Capital Trust & Savings Bank of 
St. Paul has taken over that work. 


Plan New Kansas Company 


M. C. Shurtleff of Lincoln, Neb., a 
former Kansas man, has been in 
Topeka most of last week discussing 
with friends and business men_ the 
advisability of organizing a new life 
insurance company in that city. 

It has not been determined whether 
the proposed new company will be a 
stock company or a mutual. This will 
depend upcn the wishes of those who 
are to be associated in the organization 
of the company and will be determined 
after the organization work gets fully 
under way. It is not likely that the 
organization will be made until early in 
the spring. 


Agency Association Elects 


W. Laurence Mason of Doylestown, 
Pa., was elected president of the Phila- 
delphia Agency Association of the 
Provident Mutual Life at its annual 
meeting. Mr. Mason not only has been 
with the company since 1904 but is the 
third generation of Masons to represent 
the company. Mr. Mason, his father 
and grandfather altogether have given 
77 years of service to the Provident. 
Other officers elected are: Vice-presi- 
dents, George T. Ashton and James 
Ashbrook; secretary, Harry E. Day, 
and assistant secretary, Joseph En- 
twistle, the latter two being reelected. 


Will Not Change Headquarters 


Flamen Ball of Cleveland, O., and 
Fred S. Munsell of Columbia, S. C., 
both agency directors of the New York 
Life, who have been appointed super- 
visors, will remain in their present loca- 
tions and have charge of their old 
offices. There are enlarged responsibili- 
ties placed upon them but they will 
continue to supervise their present ter- 
ritories, 
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We Wonder— 


By Q. R. M4. ————_] 





E wonder if selling endowmey 

policies to the members of a class 
graduating from a college is good bys. 
ness for the graduates, the college, o, 
the insurance business; if members ai 
the class contributing their time copjj 
not collect the annual, semi-annua! e 
quarterly donations and do the job 
more cheaply than an insurance cop. 
pany which has to pay clerks for doing 
such work; if the saving to the clas 
made in “loading” wouldn’t more thay 
offset the loss through deaths among 
members; if a good many students, jy 
their enthusiasm for their alma mater 
would not be overloaded and thus be 
given an unfavorable introduction to 
life insurance? 

We wonder how many agents think 
of quarterly premiums only as a mean; 
of getting some people on the books 
who can’t afford annual premiums anj 
overlook the fact that quarterly prem. 
jums are a means to larger average 
policies? 

We wonder how soon it will be when 
there are five companies writing a bil. 
lion a year in new business and which 
companies will be the first five? 

We wonder if, in their efforts to keep 
banks out of the life agency field, some 
insurance men do not make statements 
which will, in time, impair the friendly 
relations which now exist between 
banking and insurance? 

We wonder how many agents in 
studio centers are saying, “Day by day, 
in every way, it is getting harder and 
harder to get these big policies on 
movie _performers past the under 
writers?” 

We wonder if life insurance men can't 
create a better feeling between opere- 
tors and miners by selling group insur- 
ance and thus insure a bigger and more 
even supply of coal next winter? 

We wonder if the report that the 
prohibition enforcement officers might 
remove the limit from the number of 
prescriptions wherever the flu is epi- 
demic will lead anyone to boost up the 
mortality rate by broadcasting fu 
germs? 


CAUSES OF DEATH TABULATED 





New England Mutual Gives Inter 
esting Figures on Year’s 
Claims 





Figures showing the causes of death 
on claims paid by the New England 
Mutual Life in 1922 are exceptionally 
interesting. Out of 1,142 deaths, only 
64 were of policyholders between the 
ages of 20 and 30; 136 deaths are re 
corded between the ages of 30 and 40; 
288 deaths between 50 and 60: 234 be- 
tween 60 and 70; 148 between 70 and 
80, and 61 over 80. 

Under the heading of general diseases. 
317 deaths are listed. Of these, 92 died 
of cancer; 67 from pulmonary tuber 
culosis ; 36 from influenza; 26 from se?- 
ticemia or blood poisoning; 18 from 
diabetes. 

Under diseases of the circulatory sys 
tem, 422 deaths are recorded. Arteri0- 
sclerosis caused the death of 204 and 
heart disease 211. Under diseases o 
the respiratory system, the leader was 
pneumonia with 89 deaths; six died o 
bronchitis. The total under this head- 
ing was 97. Seventy-two died of dis- 
eases of the digestive system, append 
citis leading with 26. Diseases of the 
liver caused 15 deaths. 

Diseases of. the nervous system 
caused 48 deaths, brain disease and im- 
sanity leading with 18 each. The list 
includes 115 violent deaths. Of these 
suicide accounted for 37; drowning ' 
and casualties, 71. 

Only 14 deaths were recorded on ac 
count of senility or old age. 
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DEFINES COMPETITION 


— 


PORTER RULES ON TWISTING 





) Montana Commissioner Hands Down 


Cadeebenainaateste ee 


Vere, acs 


ae wat 2 


Drastic Orders, Calling for Recog- 
nition of Bettér Ethics 





Commissioner George P. Porter of the 
Montana department has issued two im- 
portant rulings as affecting competition 
in solicitation and twisting of insurance. 
One of these rulings applies to all insur- 
ance agents and companies authorized 
in Montana and refers to the pernicious 
practice of circulating false reports and 
unfounded rumors calculated to do in- 
jury to the reputation of the competitive 
agent or company. Mr. Porter says that 
the state defines such cases as slander. 
He says the commissioner of insurance 


) is charged with the duty of passing upon 


ee 9 


| the protection of policyholders. : 
in order to maintain the highest possible 


—— 


the qualifications of insurance com- 
panies and of making such examinations 
and investigations as seem necessary for 
Thus, 


standard of ethics in connection with 
the business, he rules that each insur- 


ance agent and company doing business 
’ in Montana must refrain from circulat- 





ing or spreading any rumors or reports 
calculated to reflect upon or injure the 
standing of any competing company or 
agent, for the purpose of securing busi- 
ness, the violation of this ruling result- 
ing in the revocation of the license of 
the company or agent so offending. This 
action is drastic and, if carried out, 
should develop an unusual degree of 
good will in the business, removing 
most of the unethical practices. 


Hits at Twisters 


The other ruling relates to life com- 
panies and defines when competition 
should cease. Mr. Porter rules that com- 
petition in all cases must cease after an 
application has been signed and a set- 
tlement made on account of the first 
year’s premium, such settlement to con- 
sist of cash for the full amount of the 
first premium or a part of the first pre- 
mium, a note for the amoynt of the 
premium or part cash and part note. 
Any agent found guilty of twisting poli- 
cies or violating this ruling will be re- 
quired to appear before the department 
and show cause why his license should 
not be revoked. 





Suicide Clause for Accident Policies 


Senator Casey of Kansas City has pre- 
sented a bill in the Missouri legislature 
which would apply the suicide clause of 
life insurance policies to accident insur- 
ance policies. 





George E. Brammer, who retired from 
the district court bench in Des Moines 
Jan. 1 to resume his former position as 
seneral counsel for the Merchants Life, 
has been made a director of the com- 


pany. H 
Wichican” succeeds Henry Ideman of 





MUCH SICKNESS SEEN 


MANY HEALTH CLAIMS FOUND 





Present Epidemic of Grippe in the 





Country, However, Does. not 
Bring Many Fatal Cases 
Companies writing health insurance 


are receiving a multitude of claims just 
now due to the epidemic of grippe and 
bad colds. Dr. W. A. Jaquith, medical 
director of the National Life, U. S. A. 
states that there are no symptoms of 
the influenza that swept over the coun- 
try a few years ago. The claims are 
running about a week or ten days in 
duration. There are not many fatali- 
ties. There is considerable pneumonia, 
but it seems to be of the old fashioned 
type and is not preceded by the “flu.” 
The health insurance adjusters are kept 
busy settling claims. Altogether the 
present epidemic of grippe makes a 
good argument for health insurance. 

Health Commissioner Bundesen of Chi- 
cago takes a somewhat pessimistic view 
of the present epidemic of colds. He says 
that the sweep of the epidemic is assum- 
ing national proportions. He states that 
there have already been 5,659 fatalities in 
five southern states. He said that pneu- 
monia and what he calls influenza are now 
causing 20 percent of the deaths in Chi- 
cago. 


Brown Elected Actuary 


Robert M. Brown has been elected 
actuary of the Continental Assurance 
of Chicago. He will continue as assist- 
ant secretary. 


New Nebraska Insurance Bills 


Senator Thielen has introduced a state 
income tax bill in the Nebraska legis- 
lature, one of the provisions of which is 
that insurance companies that now pay 
taxes on the basis of gross income must 
pay a state income tax if their income 
exceeds the state tax now paid, 

Ten of the senators have joined in in- 
troducing a bill desired by the state tax 
commissioner which rewrites the law 
regulating the occupation taxes of cor- 
porations, making all operated for profit 
pay $5 and an additional 50 cents for 
each $1,000 paid up capital. 

Several bills are in preparation that 
are aimed at putting the bankers out of 
the business of writing insurance, recom- 
mended by the secretary of the depart- 
ment of trade and commerce. 

A bill by Osterman makes notes given 
for. insurance premiums non-negotiable 
until there has been a delivery of the 
policy. 


The western Maine general agency of 
the Northwestern Mutual Life, in charge 
of William A. Hewitt, has taken over 
the counties formerly under supervision 
of the Bangor agency, since the death of 
Charles R. Dunton, general agent at 
Bangor. General agency offices will be 
maintained in Portland, Me. 





A Wider Field— 





Our Agents Have 


An Increased Opportunity 





Age Limits from 2 to 60. 


Seme Rates for Males and Females. 
Pemaice alike. 





Because we have 


Policies for substantial amounts (up to $3,000) for Childrea on variety of Life 
and parents 


Endowment plans, thus enabling 
em the Ordinary, i.e. Annual, Semi-annual 
Participating and Non-Participating Policies. 


Double Indemnity and Total and Permanent Disability features for Males and 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 


to buy all of the Family’s insurance 
or quarterly premium plan. 





Agency Co-operation 


as practiced by THE GUARDIAN furnishes to our repre- 
sentatives, among other things: 
AN AGENT’S TRAINING COURSE — A complete 
and original Educational Course for new and old 
Agents. 
ADVERTISING HELPS—A Prospect Bureau that 
develops real insurance sales opportunities. Useful 
advertising material which is appreciated by prospects 
and policyholders helps our Agents to secure new 
prospects, hold old business, and build good will. 


If you want to know the whole story of what this Com- 
pany is doing for its Agents, address: 


T. LOUIS HANSEN, Vice-President, or GEO. L. HUNT, Supt. of 


Agencies 


The Guardian Life Insurance Company 
OF AMERICA 
Established 1860 under the Laws of the State of New York 


Home Office: 50 Union Square, New York 








Satisfying Service 


The MUTUAL BENEFIT LIFE 
writes policy contracts that meet 
the needs of the people; assists its 
agents in presenting these con- 
tracts and gives to policyholders a 
service that satisfies, 


THE MUTUAL BENEFIT LIFE 


INSURANCE COMPANY 
Organized 1845 


Newark, N. J. 


ALWAYS PURELY MUTUAL 

















ore National Insurance Company 


OF GALVESTON, TEXAS 





W. L. MOODY, JR. SHEARN MOODY, w. J. SHAW, 
President Vice-President Secretary 
SEMI-ANNUAL STATEMENT JUNE 30, 1922. 
ASSETS LIABILITIES 
Real Estate Owned............. $ 724M Net Reserve (American Experi- 
Mortgage First Lien).. 4,857,864.45 ence 3 and 34%) .«ecccceeeeee $10,438,240.92 
Collateral Loans ......+-.+++++- 25,000.00 Reserve for Death Losses in 
Loans Made to Policy-holders process of Adjustment, or 
(on this Company's Policies). 1,3599,180.76 Adj d and unpaid 55,633.00 
= —_s spnonemneqnpenpenes yoy} Reserve for Tense, 6t0.. ae: 58,293.06 
Certificates of Deposit.......... 18,781.00  Unearned Interests............. 
Interest and Accrued...... 267,901.44 All other liabilities..........+.. 
erred and Uncollected Prem Capital Stock........ $ 
iums (Less Loading).....-.--- 258,900.09 | Assigned Funds..... yr 
« Premiums actually collected and ey cocceee ooeeee “7 
in transmission to Home Of- urplus Security to 
TES snninedadiabesanvennidceene 37,032.91 Holders ...+-++++++seeeeeeeeers 
Total Assets.........sesess- $12,80,88.90 Total ccccccccccccccccccccces 





Ordinary and Industrial Life Insurance in Force, $165,613,035.00 
Operates in Nineteen States and the Republic of Cuba 


‘“‘ANCHOR TO THE ANICO” 
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Premium 
Goal 
for 1923— 


$2,225,000.00 











During 1923 


for the 


of the South’s 
Oldest 
Largest 
Strongest 


Producers whose caliber will jus- 
tify their association with such a 
program. 





LIFE 2 ACCIDENT 


“The } 
PROVIDENT 
INSURANCE 


of CHATTANOOGA 


ESTABLISHED 1887 


LIFE DEPARTMENT 


Personal Accident Company! 


That command has gone down the line, and 
like the crews of the giant liners that shat- 
ter crossing records, every manin the Prov- 
ident Organization is at his post, working 
smoothly and in unison, to extend and 
amplify the service this Company has 
so strikingly rendered for 37 years. 


In carrying out that command we offer 
splendid ground floor opportunities to Life 


\/ 























Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


St. Louis, Mo. 


Insurance Company 
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A Permanent and Everlasting 


Reinsurance Service Plus 











EFFECT OF PROHIBITION ON MORTALITY 


What Survey as to Causes of Death at St. Louis Shows 





AS prohibition improved the gen- 
H eral mortality in the United 

States? That question has been 
puzzling the actuaries of insurance 
companies, especially since the full 
force and effect of prohibition has be- 
gun to be felt. 

A study recently made of mortality 
experience in St. Louis, Mo., the coun- 
try’s sixth largest city, since 1916 has 
been reviewed by company officials with 
great interest. For the purpose of ob- 
taining a complete index of the prob- 
able effect of prohibition and the re- 
sultant illegal concoctions that are 
being dispensed by bootleggers, etc., 
deaths from apoplexy, heart disease, 
Bright’s disease, nephritis, alcoholism, 
wood alcohol, diabetes and cirrhosis of 
the liver were considered. The result 
is most interesting, for it indicates that 
while deaths from alcoholism, cirrhosis, 
Bright’s disease and nephritis have 
fallen off, this has been more than off- 
set by sudden deaths. 


Attributed to Poisonous Drinks 


Unquestionably, many persons die of 
heart disease and apoplexy that never 
took a drink of strong liquor, and the 
same is true to a less degree of vic- 
tims of cirrhosis of the liver, Bright’s 
disease and -nephritis, but physicians 
are agreed that the large increase in 
sudden deaths, especially since 1917, 
can be attributed very largely to the 
poisonous drinks that have been the 
aftermath of prohibition. These doc- 
tors also point out that even in the 


from alcoholism did rot reflect the x. 
tual mortality from that cause, as 
was only occasionally that a physiciay 
in private practice would report death 
among his patients as due to alcohol. 
ism, by reason of his desire not to giv. 
offense to other members of the family 
After prohibition deaths from alcohg). 
ism showed a decided falling off {o, 
several years, but since late in 19 
there has been a steady increase in the 
number of such deaths, practically aj 
of which have occurred in public jp. 
stitutions. Deaths from Bright's dj. 
ease, nephritis, diabetes and cirrhosis of 
the liver deaths have also _ increased 
again the past few years, although stilj 
below the pre-prohibition figures. 
The population of the St. Louis Sani. 
tarium (Insane) and of Robert Koch 
Tuberculosis Hospital have greatly jp. 
creased since prohibition became effect. 
ive. Officials of the department of pub. 
lic welfare of that city have stated that 
a large proportion ‘of the increase a 
the sanitarium can be traced to “moon- 
shine,” alcohol and narcotics. However, 
in this connection it has been pointed 
out that in recent years there has been 
more and more of a tendency to com- 
mit insane and feeble-minded persons 
to the care of the city rather than keep 
them at home or in private institutions, 


Result of Survey 
The result of the survey, the figures 


being taken from the official records 
of the St. Louis health department, fol- 























Have Filed Charges in the 
Surrogate Court 





The three sisters of the late Harry 
B. Rosen, the premier agent of the New 
York Life in New York City, who died - 
Dec. 29, have filed a petition in the 
surrogate’s court in New York accusing 
Mr. Rosen’s son, Phillip, aged 19, of 
destroying or concealing his father’s 
will. The sisters assert that on Jdn. 
3, an application to be appointed ad- 
ministratrix was made in the surrogate’s 
court by the widow, which asserted that 
she had searched for a will and was 
unable to find one. The sisters allege 
that at this time Mrs. Rosen was ill in 
a sanitarium and could not have made 
a search, ‘ 

They declare that their brother died 
after a day’s illness and they state that 
they saw his son searching the house 
for a will and believe he found it but 
has concealed it. The sisters in the 
petition say that they talked with Presi- 
dent Darwin P. Kingsley of the New 
York Life, who told them that their 
brother on numerous occasions had 





pre-prohibition days deaths recorded | lows: 
1922 1921 1920 1919 1918 1917 1916 
po. J een a i 401 373 494 429 498 369 489 
BEGREE GIBORSO .ccccccccccsece 1434 1223 1204 1110 1289 1197 1119 
Bright’s disease ...........++. 1019 886 949 1032 1061 1047 1072 
PEED 9:0664-06600062séonees 50 47 58 83 68 94 69 
MEE coccecccceseuceses 13 11 8 13 19 29 , 
WOE BISONS .cccceccccccese 1 0 2 0 0 0 { 
DD ccccreredekeveooedcen 166 146 131 137 117 134 139 
Cirrhosis of liver............ 111 91 116 121 146 193 193 
Grand total deaths from 
causes listed .........eee- 3195 2777 2962 2925 3198 3063 3144 
DECLARE WILL IS CONCEALED |IS TO ORGANIZE BRANCHES 
Sisters of the Late Harry B. Rosen |W. L. Randall Leaves the Fidelity & 


Deposit to Take Up New Work 
With Missouri State 





In connection with its program ol 
expansion into large industrial centers, 
the Missouri State Life has organized 
staff of agency supervisors. 
Randall is the latest man to be ap 
pointed and comes to his work partict- 
larly qualified through experience. He 
will bend his efforts to the organization 
of branch offices. The 22 branch offices 


_already established have proved a valt- 


able adjunct in the company’s develop 
ment of multiple lines. : 

Mr. Randall goes to the Missout! 
State Life from Baltimore, where he was 
active in agency management for the 
Fidelity & Deposit. As associate in the 
production department he was Com 
cerned with the direction and develop 
ment of the bonding company’s branch 
office and agency system, comprising 
10,000 representatives. The experience 
gained in this work should prove vall- 
able to him in the life insurance field. 
Mr. Randall is a former newspaper man 





stated to him that he had made a will 
and had provided amply for his sisters. 


Will Extend Their Lines 


Two companies with home offices at 
Dayton, O., the Liberty Insurance 
Company and the Gem City Life, are 
arranging to extend their operations 
along accident and health lines mate- 
rially. The Liberty writes full coverage 
automobile, plate glass, accident and 
health. The Gem City Life writes life, 


and a graduate of Brown University, 
class of 1906. 


Great Northern’s New Director 


C. C. Yawkey of Wausau, Wis., 3s 
withdrawn from the board of directors 
of the Great Northern Life, and Herbert 
Windsor, president of the Batavia \* 
tional Bank, Batavia, Ill, has bee® 
chosen to succeed him. At the annua 
meeting held last week, all of the o™ 





accident and health. 





cers of the company were reelected. 
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CHANGE IN TENNESSEE 


— 


SELECT COMMISSIONER SOON 
A. E. Caldwell or T. E. Miles Expected 
to Get Appointment Under Re- 
organiaztion Plan 





The organization bill fostered by Gov- 


ernor Austin Peay of Tennessee which 
passed both branches of the legislature 
| will be effective Feb. 1. 


It is expected 
that the appointment of the insurance 


> commissioner will follow immediately un- 


less the act is contested in the court. It 
is felt in Nashville that the appointment 
of commissioner will go either to A. E. 
Caldwell of Chattanooga or T. E. Miles, 
deputy commissioner, although there is a 
possibility of a “dark horse.” 





Brill & Scott Celebrate 


Brill & Scott, Penn Mutual Life gen- 
eral agents in New York city, held a din- 
ner Friday evening to celebrate the fifth 
anniversary of the inauguration of the 
agency. William A. Law, president of 
the company, was the guest of honor. I. 
William Brifl was toastmaster. Other 
speakers were Vice-president William H. 
Kingsley, Rev. W. John Murray, Charles 
I. Scott and Stewart Anderson, who will 
direct the company’s publicity after 
March 1. Sixty persons attended, includ- 
ing eight from the home office. 

The agency now has a force of 25, and 
ranks fourth in the Penn Mutual line-up 
of producers. Last year it wrote and 
paid for 855 policies, or $5,397,759 in new 
business. Mr. Kingsley pointed out that 
the agency during the past four years 
produced more business than the entire 
company did during the first 18 years of 
its existence. Musical numbers completed 
the program. 


Egan with the Standard 


James F. Egan, who was formerly con- 
nected with the home officeof the Equit- 
able Life of New York and later was as- 
sociated with Luther-Springston in Chi- 
cago as a partner, has been appointed su- 
perintendent of agencies of ‘the Standard 
Life of St. Louis. Mr. Egan was once 
president of the old National Service Life 
of New York. ‘The Standard Life will 
organize the Chicago field and make di- 
rect brokerage contracts as well as gen- 
eral agency full time and part time con- 
tracts. 


Banquet for Russell Agency 


‘About 400 southern California agents 
of the Pacific Mutual Life and members 
of the home office staff, with their 
wives and sweethearts, attended a ban- 
quet given by President George I. 
Cochran to the home office agency Jan. 
19. This was in honor of the produc- 
tion during 1922 of over $31,000,000 of 
new insurance, and also in honor of 
winning the “Challenge Cup” in Octo- 
ber by the writing of over $5,000,000 in 
that month. A feature of the occasion 
was the presentation of this cup to 
John Newton Russell, manager of the 
agency. This agency now retains per- 


manent possession of the cup, having | 


won. it three times. 


President Cochran directed attention ! 








to the results accomplished last year by 
the home office agency and by the com- 
pany as a whole. Vice-President D. M. 
Baker also spoke briefly and Manager 
Russell responded with a short speech, 
in which he gave full credit for the 
splendid record to his managerial staff 
and the agency force. 


Propose Probe in Massachusetts 


A resolution has been adopted in the 
Massachusetts senate for the appoint- 
ment of a committee of the legislature 
to make an investigation of the conduct 
of the insurance business in that state 
and report at the 1924 session. Unlim- 
ited powers would be given the com- 
mittee to conduct the investigation and 


it is to make recommendations as to 
legislation. The proposal has been 
placed in the form of a bill. The 


general impression seems to be that the 
measure will have a hard time getting 
through the house and senate. 


Standard to Develop Chicago 


The Standard Life of St. Louis has 
decided to enter Chicago with an ag- 
gressive campaign for business. The 
company has’ always refrained from 
Rveloping the Chicago field, particu- 
larly the brokerage business, but it has 
now revised its policy and will direct 
its energies toward building up a Chi- 
cago clientele. It will make direct brok- 
erage contracts as well as the usual 
general agency and full time and part 
time writing contracts. The company 
has built a large agency force in the 
remaining part of the state and will now 
include Chicago in the agency plan. 


Life Notes 


The Massachusetts Mutual will hold the 
annual meeting of its mid-west agencies 
in Chicago March 2-3. 

Cc. J. McCarey, general agent of the 
Union Central for 35 years at Raleigh, 
N. C., died this week. 

President R. M. Malpas of the Rein- 
surance Life of Iowa is making a six- 
weeks’ trip through the north and north- 
west. 

A. C. Larson, Wisconsin state manager 
of the Central Life of Des Moines, was 
recently elected state president of the 
Wisconsin Y, M. C. A. 

W. R. Hinman has now assumed his 
new duties as agency manager of the 
Bankers Life of Iowa in Minneapolis. He 
has had a successful career as field or- 
ganizer. 

The Sweeney general agency of the 
Equitable Life of New York will hold 
an agency meeting at Parkersburg, W. 
Va., Feb. 3 Vice-President Frank H. 
Davis will be present. 

The Equitable Life of Iowa, at its an- 
nual meeting, elected B. F. Kauffman, 
president of the Bankers Trust Com- 
pany of Des Moines, to its directorate. 
There were no other changes. 

Bokum & Dingle, Chicago general 
agents for the Massachusetts Mutual 
Life, will occupy their new suite of offices 
in the Merchants Loan & Trust building, 
112 West Adams street, after Feb. 1. 

Thomas J. Farris of the Missouri State 
Life’s St. Louis agency and James F. 
Halley of the same agency have each 
written six applications each consecutive 
week for two years, a tetal of 750 ap- 
plications each. 

Will O. Ferguson, district superinten- 
dent of the Penn Mutual Life at Evans- 
ville, Ind., has gone to Cuba, where he 
will spend some time and, returning to 
Florida, will spend several weeks in that 
state. He was accompanied by his wife. 

Fred G. Smith, former cashier of the 
state agency of the Aetna Life at Grand 
Rapids, Mich., has been made manager of 
the life insurance department of the 
Ss ileaeeeatiaataed Company, Lansing. 
Mich. 











PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 











Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 











@ One-half of the Nation's: Cheese 
and one-twelfth the butter are 
produced in Wisconsin, and 
Wisconsin leads in the production 
of condensedand evaporated milk 


Dairy products develop Prosperity 
throughout the Commonwealth. 
Come to Wisconsin with 


Natigeonal 







nsurance Company 
Home Office, Madison, Wis. 


A Uniform Contract 
Insures a Square 
Deal to Agents 











Insurance in force, $3,500,000 








Excellent General Agency Now Open 
Territory, STATE OF ILLINOIS 


Yearly premiums on same, $130,000 
Collection fee, $2,500 


Contract exclusive with very liberal first-year and renewal commissions. 
ll agency expenses borne by the company. Only capable men with clean 
records need apply. Applications will be treated in strict confidence. 


Address C-83, Care the National Underwriter. 


KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Announces a wonderful new line of Policies with 
what it believes the most complete and remarkable 
rate manual ever offered the Insurance Solicitor. 


The Farmers & Bankers Life 


Insurance Company 
Home Offices Wichita, Kansas 

















CONSERVATION OF BUSINESS 
We are reinstating, revamping and cleaning up indebted policies fur a number of Life Companies, 
thus standardizing and conserving the aspen, incre —~4 Se } soon lapees, and 
holders . tica se ompan pi 
on  —- fe Seaver + of cntisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Ilinois 
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THE TWIN CITY LIFE 
INSURANCE COMPANY 


917-918 Commerce Building 
ST. PAUL, MINN. 


An Old Line Legal Reserve Life Insurance Company 
Statement, December 31, 1922 


ASSETS 
I a ea tc ie ue $ 8,163.68 
First Mortgage Loans.............. 204,630.00 
Loans to Policy holders............. 50,613.24 
Cash 28,631.66 





| ee 9,057.19 
RIN ok BET LA a ee 123,059.39 
Total Assets.............. $424,155.16 


LIABILITIES 


Policy Reserves.... :.............. $261,494.24 
Reserve for Supplemental Contracts.. 9,623.10 
Reserve for claims incurred......... 2,708.00 
Other Liabilities................... 5,429.39 
144,900.43 


$424,155.16 
Insurance in Force, $4,065,298.00 
A. M. MIKKELSON, Secretary 




















Royal Union 
Mutual Life Insurance 
Company 


DES MOINES, IOWA 


SUMMARY OF 1922 BUSINESS 
Total Insurance in force, December 3Ist....................... $67,349,343. 


S 


Gain in Insurance in force, for 1922........... .............. 2 
Securities on Deposit, December 31, 1922, with the State, to Pro- veeuens 
WUE Ws os os ooo oss Sone ee oe Beare co ws na nacacncne 10,437,126.00 
a ........................ ene "560,292.00 
DET os accssa0ccce.s.,....... 3,055,418.00 
Gee mmeeeIOe.............<.<..<c........ 101,221.00 
Total Admitted Assets, December 31, 1922... 12,087,089.00 
i it Mt ali a a a al 1,145,818.00 
Total Surplus, Assigned and Unassigned.......... 1,549,710.00 
Total __ PS pie SY oe Re OS aes Pee ees OE ou 10,547, 199.00 
Average Interest and Profits Earned (per cent)................. 6.23 


Insurance Account 
In Force, January |, 1922 (37,727 Policies), Amount............ $65,282,454.00 


Issued and Restored in 1922 (3,900 Policies), Amount..... ..... 
Total, 41.627 Policies, Amount. _— fest hdres 74:470.403.00 
Terminated in 1922, 3,081 Policies, Amount .................... 7.1 1,060.00 
Total Insurance in Force, December 3Ist................... 67 349,343.00 
Gain in Insurance in Force............................ : : 00 


*Paid-for business. 


SIDNEY A. FOSTER 
Secretary 


FRANK D. JACKSON 
President 

















NEWS OF LOCAL ASSOCIATIONS 








St. Louis, Mo.—Members of the St. 
Louis association have revived the agita- 
tion against part-time agents, and it is 
possible that in the very near future the 
organization may take a decided stand 
against that class of sellers and institute 
a campaign to eradicate them from St. 
Louis. One prominent agent, who de- 
clined to permit the use of his name, 
has offered $1,000 toward defraying the 
expenses of the association in conduct- 
ing a fight against part-time men. 

H. M, Nelson, newly elected president 
of the association, who has just assumed 
the duties of that office, is himself op- 
posed to the part-time man, feeling thut 
such competition is unfair to the man 
who devotes his entire time to life in- 
surance, but in his opinion the solution 
of the problem is largely up to the 
various companies. 

At the sales congress here last week, 
Judge Orbison of Indianapolis was 
loudly applauded when he asserted that 
in his opinion there was no room in the 
life insurance for any man who did not 
devote his entire time to the profession, 
contending that a part-timer could not 
give the job proper attention, thus de- 
priving the public of the service they are 
entitled to from insurance men. 

The National association has taken the 
position that the part-time problem is a 
local issue to be worked out by the indi- 
vidual companies or the various local 
associations. For that reason the Na- 
tional officers and the National organi- 
zation have refrained from taking a 
decided stand on the question. 

*x* * * 

New England Women’s—The annual 
meeting of the New England Women’s 
Life Underwriters Association was held 
the past week at Boston with a large 
attendance. H. N. Haven, assistant man- 
ager of the Boston office of the Massa- 
chusetts Mutual Life, was the speaker, 
on “Yourself Your Chief Asset.” The 
following officers were elected: Presi- 
dent, Mrs. Marion W. Hacker; vice- 
presidents, Miss Anna S. Sturgis, Mrs. 
Susan P. Barker; secretary, Mrs. A. 
Florence Joyce; treasurer, Mrs. H. 
Melissa Leavitt; executive committee, 
Mrs. Grace Coleman Lathrop, Mrs. M. N. 
Newell, Mrs. Noah Johnson Barbour, 
Miss Cora E. Hunter and Mrs. Katherine 
F. Cunning. Twelve new members were 


taken in as a result of the December 
drive, 

*x* * * 
Cleveland, 0.—Charles J. Rockwell, 


director of the school of life insurance 
salesmanship at Carnegie Tech, will 
address the February luncheon meeting 


of Cleveland Life Underwriters. His sub. 
will be “The Interview,” and it is @. 
pected that he will present a very pry, 
tical analysis of this most importan 
topic. Prof. Rockwell made a talk » 
salesmanship at the last Ohio state Sales 
congress which attracted much fayp. 
able comment. 
* * * 

Grand Rapids, Mich—A. V. Dubee » 
the Michigan Trust Company gave a yer 
interesting talk at the January meeting 
of the Grand Rapids association. y; 
Dubee spoke on “The Cooperation of th 
Michigan Trust Companies.” A brief ta 
was also made by President W. M. Eas. 
cott of the association and some of th 
local members. During the business ge. 
sion the association gave $100 to th 
thrift campaign and discussed at som 
length the matter of rebating in Gray 
Rapids. It was decided to take the ma. 
ter up with the insurance department, 

* * * 

Rochester, N. Y¥—‘“Tom” Hill, super. 
intendent of agencies of the Provider 
Mutual Life, spoke before the Rochester 
Association last week. 

Mr. Hill entered the services of th 
Provident in 1900, and is one of the best 
known insurance men in the country 
His father for a number of years wa 
president of Harvard University. 

Before entering the life insurance busi- 
ness he spent a number of years in th 
employ of the government making 1 
geographical survey of Alaska. 

* * * 

St. Paul, Minn——The annual meeting 
of the St. Paul association was held last 
week, P. W. Fahey being chosen presi- 
dent to succeed Alvin G. Hermann. Th 
reports of retiring President Herman 
and Secretary-Treasurer F. F. Weiden- 
borner show that the membership of the 
association has more than doubled dur- 
ing the past year. During the past year 
many new agencies have signified their 
willingness to cooperate with the part- 
time agreement, the association asking 
all members to devote their entire time 
te the business. The other officers chosen 
were: Vice-presidents, F. F. Hauenstein 
and C. Trygstad; secretary-treasurer, F 
F. Weidenborner; chairman executive 
committee, C. E. Larned, and the follow- 
ing committee members: T. F. Jardine 
Ww. J. Strauss, A. G. Hermann and M.L 
Griffith. 

*x* * * 

Memphis, Tenn.—The Memphis associa- 
tion at its January meeting voted unani- 
mously for a qualification showing inten- 
tion to devote entire time to soliciting 
life insurance. The Tennessee legisla- 
ture is in session and this matter will 
be taken up with that body at once. 











FIXES RESERVE REQUIREMENT 





Commissioner McMurray of Indiana 
Gives Companies His Construc- 
tion of Indiana Statutes 





Commissioner McMurray of Indiana 
has ruled that the reserve requirement 
of the Indiana statutes shall be con- 
strued as follows: Net reserve, paid-for 
basis, plus the extra reserve for dis- 
ability and double indemnity benefits, 
plus the present value of supplementary 
contracts involving and not involving 
life contingencies, plus the present 
value of amounts incurred, but not yet 
due, for disability benefits, plus divi- 
dends and coupons left with the com- 
pany to accumulate at interest and ac- 
crued interest thereon. As an offset to 
excess liability occurring in the above 
there shall be deducted from the above 
total the net amount of uncollected and 











“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 


deferred premiums, less the excess of 
premium notes, policy loans and other 
policy assets, over net value on indi- 
vidual * policies. : 
Mr. McMurray has notified all Indi- 
ana life companies that all securities 
required by statute to be deposited with 
his department, when presented, shall 





be accompanied by an affidavit, signed 
by a responsible official of the com- 
pany, that all the papers in connection 
with said securities or loans have been 


WISCONSIN AGENCY IN LEAD 





A. C. Larson Held Annual Banquet and 
Convention for State Field Force 
of Central Life of Des Moines 





On Jan. 17, the general agents of the 
Wisconsin agency of the Central Life of 
Des Moines, met at the state office a 
Madison. Jan. 18 and 19 the big annual 
convention for all Wisconsin agents took 
place. This convention was largely a 
tended and was full of enthusiasm and 
pep from start to finish. . The key-note 0! 
the convention was “Sell to cover spe 
needs.” The principal speaker at the com 
vention was J. S. Knox, president of the 
Knox School of Salesmanship of Cleve- 
land, O. Mr. Knox also spoke at me 
banquet Friday évening. 

Lead Company’s Agencies 


The Wisconsin agency again led all 
other Central Life agencies and was Pre 


sented with a beautiful silver trophy by 


Dr. T. C. Deriny, secretary of the com 
pany:: ° 

The Wisconsin agency under the ma” 
agershop of A. C. Larson is starting the 
year 1923 with a larger production than 
any other January in the history of the 
agency. 

————— 
nts of the 
reto, 








meets with all the requireme 
statutes of the state relating the 





examined by the proper official of the 











company and that the security offered 


to the best of his knowledge and belief. 
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MODERN BUSINESS GETTING METHODS | 













n. Mr 

| Of the E s 

ief tak MBN the pursuit of our business we must 

7 7 start with a prospect. All of the 
Of the ; 


expert knowledge and the technique 
‘en a profession is of no value without 













ed. ospects. A lawyer with the most pro- 
Grand nd legal knowledge or a physician of 
1€ mat- Meat ability would be entirely at sea 
rent. thout clients and patients. So an in- 
rance solicitor must have prospects in 
A. der to obtain business, and obtaining 
chester Mpsiness is your job. 
of the (amet Every One 
ne best [ee JS @ Prospect 
ountry. | have attended a good many insur- 
rs was Hs conventions and meetings of vari- 
« bus. fas kinds. I have read life insurance 
in the Maerature by the ton and the most I 
cing a fer could get from all of these sources 
n the subject of prospects is: “Every- 
pdy is a prospect.” This statement is 
reeting MBhtirely too general and means nothing. 
pies you work along the line that every- 
the Eepdy is a prospect, you might as well 
rmann fafand on the street corner and button- 
reiden- [ole everybody for insurance and you 
of the ill find that most of them are sus- 
d dur cts and not prospects. ; 
= What is a prospect? A prospect is a 
part jean who has health, money enough to 
asking (MeY for insurance and has some need 
e time Mmpat life insurance will cover. 
chosen # Yet the best prospect for you may not 


the best prospect for me. Your 


experience and other 


tet aining, your 1 
se ings that make up your personality 
.rdin (apake it easier for you to do business 


ith some men than with others 
erefore, through experience you must 
etermine from which class of men you 
btain your best business and don’t 
aste too much time on the others. 


Your Friends and 
Acquaintances First 


For beginners, I suggest to see your 


iends and acquaintances first. By ac- 
—— aintances I mean every person with 
hom you have a speaking acquaint- 
EAD Mice. It is not advisable in every case 
D solicit them for insurance but in 
tand [e’"y cases you will find that the in- 
rect method is very effective. 
ce For instance, you talk to your man 
ke this: “Mr. Jones (or Bill), I have 
ist contracted to represent the Equit- 
§ the feet Life and I want you to give me the 
fe of Jeemes of two people who can afford 
at [e>’Y Premiums on life insurance. We 
eer Rve a new way of writing insurance, 
7 nd then tell him the story of the con- 
too ttible policy which you expect to tell 
y at- Ti the two names that you know he is 
and MBoing to give you. In eight cases out 
te of ten he will become interested and 
ecifc Jk you how much a policy like that 
con- (ould cost at his age. This is one of the 
f the #st ways for beginners to approach 
leve- @Ptmate friends and relative., and is one 
the the easiest ways to sell them on ‘ue 
st interview. 
tis a great mistake not to see every 
+ all oe eae you know, whether it is a 
be oor or a mere acquaintance. Most 
4 ople buy life insurance frequently, and 
y you do not see them some one else 


om ill sell them. 







nait- i to Get Names of 

the ome Clients 

= ~ a very successful agency of an- 
‘tr company in New York City, every 
ent is compelled to get names from 

- “t¥ one of his old clients and from 
Ty: man whom he solicits. 

the his is the method: “Mr. Jones, you 

eto, Ye given a good deal of thought to 

lief. © Msurance and you are, naturally, 





What Is a Prospect? Alfred Holzman of 
Equitable Life at Chicago Says Field is 
Often Made Too Broad; Gives Definition 


By ALFRED HOLZMAN 
Agency Manager Equitable Life of New York in Chicago 


convinced of its value to you and your 
family. Would it not be a friendly act 
if you would tell me of some friend 
whose home lacks the protection that 
encircles yours? Perhaps this will turn 
out the greatest kindness which he or 
his family have ever known. 

“I am not asking you for a list of 
names. I don’t want that. I want you 
to use me as your agent in performing 
this service for a friend. Think of some 
one who is in good health, who has > 


| Harry Baron, Travelers Leader, 
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HE curtain goes up. Some medi- 
"Tcere actor or actress in some minor 
part is busy on the stage. From 
one of the wings comes another mem- 
ber of the cast and the show is on. The 


lines are sufficiently cryptic to whet 
your appetite and make you wonder 
what it is all about. Then enters the 


leading performer with an all embrac- 

ing smile and with a pause sufficiently 

long to let you come to the realization 

that you like him and you like his man- 

ner. Then a few words. The quality of 

his voice ties you more securely to him, 
* 


That stage method, older than Shake- 
speare, has been adapted, either con- 
sciously or unconsciously, to the sale of 
life insurance by Harry Baron who led 
all life producers of the Travelers in 
1921 and who stood third for volume of 


life premiums on new business and 
sixth for volume of life insurance in 
1922. 

It is natural that Mr. Baron should 


adapt to salesmanship the devices and 
methods used on the stage and his 
record shows how successfully he has 
done it. Mr. Baron was born in Russia 
33 years ago and come to this country 
with his parents at the age of 5. When 
he was 8 he had a baritone voice that 
gave him an opportunity to appear in 
public. Filled with artistic aspirations, 
which we associate with Russian people, 
his parents planned to make him a 
grand opera singer, but the business 
atmosphere of America must have got- 
ten into young Baron. A close-up of 


the ballet and an acquaintance with 

singers and actors turned him from 
opera and the stage. 
x * 

At the age of 22 he was the star 


producer of a small accident insurance 
company that has now ceased to exist. 
He was writing insurance throughout 
the state of Illinois, drawing down $850 
a month salary, more than twice as 
much as either the president or the sec- 
retary of the company were getting. In 
those days he wouldn’t listen to any 
commission arrangement. He demanded 
a salary, he got it, and he earned it. 
Then he became an agent of a casualty 
company in St. Louis. To him the 
work of taking care of a large amount 
of accident business was much less in- 
teresting than the work of selling and 
of getting applications. It was rather 
natural that life insurance should then 
get his attention. Now it has the chief 
interest and he finds it advisable not 
only to sell only life insurance but to 
sell only one form of policy. Every 
contract he writes is on the 20-payment 








STARS IN SALES, 





life premium reduction form. 


family and is making more money than 
he has made before. 

“It isn’t necessary for you to know 
how much insurance he carries, but it’s a 
hundred to one that he has not increased 
his family protection in proportion to 
his increased income.” 

People That Want to Buy 

Homes Good Prospects 


Surel~ you have such a friend. Who 
is he? 

Do you want prospects who have 
money? Just insert an ad in the real 


estate column of the newspaper that you 
have a house for sale. Solicit all those 
that answer but don’t mention the house. 
Folks that want to buy homes are home- 
loving people and they have money. 
These two essentials make a good pros- 
pect. 

Suppose you make it an absolute rule 
that you must meet one new person 


AS ON STAGE 


Uses All Artifices of Footlights 


in Putting Across Sale 


Mr. Baron solicits only strangers. He 
never approaches friends. He picks out 
some prosperous business or profes- 
sional man, preferably a business man, 
and he gets into him. He has that 
smile and that manner which almost in- 


variably commands attention, interest, 
and friendliness. There is the pause 
that arouses curiosity and then Mr. 


Baron plunges into his work. 
2k Ss © 


. 
On through the sale Mr. Baron con- 
tinues to follow the practice of the suc- 
cessful stage performer. His voice rises 
and ebbs and he makes good use of ges- 


tures. He isn’t afraid to throw his 
whole being into his work. He lets 
himself go as completely as any emo- 
tional actress ever let herself go in a 
play. Unlike many big salesmen he 


steers straight for, never from, a heated 
argument. He knows that that is one 
thing in which he can best more men 
than in anything else. The argument is 
usually over whether Mr. Baron has the 
right to take up the prospect's time or 
whether the prospect needs life insur- 
ance. Mr. Baron is an adept at making 
them feel that a few minutes is nothing 
when put in perspective to the import- 
ance of the subject of life insurance. 
The victory is usually so complete that 
the remainder of the sale, the filling out 
of the application, the arrangement for 
the medical examination, and the sig- 
nature come without effort. 

Mr. Baron has been a great reader 
and he draws upon his knowledge, espe- 
cially his knowledge of history, to 
weave through his sales talk just as the 
dramatist employs historical settings on 
which to lay his plot. 

es 2 6 

The tactics, the methods, the argu- 
ments that Mr. Baron uses are not those 
that can be put down on paper or ex- 
plained in an address for others to learn 
by rote and repeat. They are the meth- 
ods of the supersalesman, but the les- 
sons that Mr. Baron’s record furnishes 
to everyone are that supreme confidence 
in oneself and what he is selling will get 
him in and help carry him through a 
sale, that you can play on the emotions 
of even the biggest and most successful 
business men, and that you can accom- 
plish great things if you will let your 
own faculties have full play. 

Mr. Baron closes all of his business 
in the first interview. He never goes 
back the second time, unless it is to sell 
a man a second policy. On 90 percent 
of his business he secures a premium 
settlement at the time he takes the ap- 
plication. He believes in completing 
every sale before going to another. 


each day; that is to get acquainted well 
enough to be on speaking terms with 
them when yow meet them later. Keep 
a record of every man you meet and 
put his card in your prospect file daily. 

Now think about that. 

It impossible to suggest to you 
every probable method of meeting pros- 
pects, but if you key your mind to life 
insurance thinking it will, like a radio, 
pick up from all directions information 
that will lead to prospects and appli- 
cations. 

If a name is given to you by some 
one with the request not to mention his 
name and your prospect says, “Who 
sent you to me?” I found a very ef- 
fective answer like this: “I can’t tell 
you now but I will tell you after I write 
you a policy.” 


Much Business Writter by 
Using the Telephone 


1s 


The telephone is one of the best ways 
to get turned down, yet millions 
of dollars of insurance are written an- 


nually in Chicago by agents 
through making telephone appoint- 
ments. It will take some patience 


on your part to develop yourself as a 
telephone-appointment-maker, but if 
you persist, modulate your voice con- 
stantly and analyze every failure to ob- 
tain an appointment, you can develop 
yourself as a master of the phone which 
will eliminate a great deal of footwork 
and save lots of time. 

The best hour for phoning is between 
4 and 5 p. m., as most business men 
who are out a great deal are in their 
office during that hour, and then make 
appointments for the next day. 

Watch announcements of engage- 
ments and marriages in the newspapers. 
Usually the name and address ‘of the 
parents of the engaged couple are given 
in this announcement. Telephone their 
home during the day when you know 
the young man will not be home and 
ask for John’s business address. Then 
see him. 

Watch the announcements of births 
which are listed daily in one or two 
papers. Get the name and address of 
the parents. Ring up the father and 
try to make an appointment with him. 

Watch the real estate transfers and 
building permits. Millions of dollars 
of insurance are bought to protect ob- 
ligating families and property. 


Solicit Members of 
Lodges and Clubs 


Don’t hesitate to solicit the members 
of your lodges and clubs. If you don’t, 
they will buy insurance from someone 
else. Cultivate them and make them 
boosters for you. 

If you are a golfer or have some 
other hobbies try to meet people who 
have the same hobbies and talk hobbies 
to them. It will get you closer to them 
and it establishes a common point of 
affiliation. 

Friends and relatives of men who 
have recently died are buying millions 
of insurance. The death of a relative 
or a friend brings home the value of in- 
surance more forcibly than anything 
else. 

If a partnership or corporation should 
be solicited for business insurance, there 
is no need to know these people. The 
man who solicits them for merchandise 
does not know them either before he 
makes his first call. However, I want 
to warn beginnners to keep away from 
business insurance for awhile until they 
have sufficient confidence in themselves 
and have some experience in the busi- 
ness. 

Don’t spend too much time on pros- 
pects that continually tell you to see 
them later. If you have such an ac- 
cumulation of names forget them for 
awhile, say for six months or a year, 
and go after a new crowd, because you 
must remember, you can’t hatch china 





eggs. 
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Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 

Best of contracts to 
agents. 

TwogeneralAgenciesopen 
in Iowa. 

Write for information. 


LOUIS H. KOCH, President 


National American 


Life Insurance Co. 











Participating Insurance 
At Non-Participating Rates 


ORDINARY LIFE 
(Minimum Policy $5,000 


Are leo |= Peni 
21...... $14.24 39......$24.44 
2...... M57 40...... 2540 
Bc cceee Me eh 
24...... 15.28 42...... 2748 
2...... 15.66 SB.cccce En 
26...... 16.06 4...... 2983 
icscacea ae C—O 
28...... 16.93 46...... 3250 
Ce CCF Biecsss Oe 
— ae . BS 
ee @. cree Sal 
32...... 19.14 50...... 38.99 
i+sesan- ae 51...... 40.88 
Bh cccee OOS R..cc0e GR 
ee CY BB. .cc0e GM 
Sh. cece Th. ccoe Ga 
Bicceess Ee ee 
38...... 23.56 
MANAGERS WANTED 
James A. Fulton, A 
JAY my 


- Continental Life Insurance Co. 
Wilmington, Delaware 








THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it 
renders to its members and to its field 
representatives. 

Back of your independence it is ready to 
stand as an economic bulwark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadelphia 








Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
— oe Why not make inquiry 
now 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of 
Agencies 














NEWS ABOUT 


: 


LIFE POLICIES 








—. Literature, Rate Books, etc. 


Diges 
PRICE, $3.50 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
t”’ and “Little Gem,” Published Annually in May and April respectively. 


Supplementing the “Unique Manual- 














PACIFIC MUTUAL’S NEW LINE 





Announces That It Will Write Policies 
on Commissioned Officers of 
Army and Navy 





. 

The Pacific Mutual Life has an- 
nounced to its agency organization that 
it will accept insurance on commissioned 
officers of the United States army and 
navy on the following basis: 

Insurance will be limited to a total 
of $5,000, including any policies already 
in force. Members of submarine and 
aviation branches will not be accepted. 
The company’s military or naval service 
provision, as regularly issued will be in- 
cluded, 

An extra premium of $2.50 per thou- 
sand will be charged on endowments with 
periods of twenty years or less, and of 
$5 per thousand on other forms, except 


term insurance, which will not be 
issued. 
Contracts issued will contain the 


regular permanent total disability bene- 
fit, but, in conformity with the com- 
pany’s regular rules on rated-up cases, 
will have the paid-up term insurance 
eliminated. 

No accidental total loss benefits or 
accident and sickness disability benefits 
will be issued in conjunction with these 
risks. 





Detroit Life 


The Detroit Life is now charging $2 a 
thousand for the double indemnity pro- 
vision. This flat rate of $2 includes all 


risks previously written under the pre- 
ferred, ordinary, medium and _ special 
élassifications. This will eliminate the 
necessity of the agent classifying the 
risk. The company does not grant 
double indemnity benefits in any case 
where it is necessary to charge an extra 
premium on account of the occupation. 
Wheére occupational hazard caused the 
rating-up the risk a number of years, 
the company does not write double in- 
demnity benefits. Triple indemnity ben- 
efits are written for an additional pre- 
mium of 25 cents per $1,000, making the 
extra premium for double and triple $2.25 
per $1,000. 





New York Life 


The New York Life announces that the 
advance in age in the writing of sub- 
standard cases may be reduced or en- 
tirely eliminated within five years from 
date of issue if the risk has improved. 
After the policy has been in existence 
for five years the rating may be reduced 
provided such reduction does not make 
the premium less than under a new 
policy on the same plan issued at the 
date of change. In other words, if the 
insured has become a standard risk a 
reduction may be made to the premium 
at the attained age at date of change. 





Equitable of Iowa 


The Equitable Life of Iowa has 
changed policies issuea before 1907 from 
4 to 3% percent and increased the 
amount paid on funds left with the com- 





pany from 4.5 to 4.8 percent. 

















WITH INDUSTRIAL MEN 

















SERVICE CALL PLAN VALUABLE 





Writes Big Ordinary Business by Call- 
ing at Regular Intervals on 
Old Policyholders 





C. F. Maetschke, assistant superin- 
tendent of the Prudential at Louisville, 
Ky., says that industrial agents can take 
advantage of their weekly payment 
training to get ordinary business by 
making what he calls “service calls” on 
the ordinary policyholders. He says that 
the agent should call on every ordinary 
policyholder at least once a year and in- 
troduce himself as a representative of the 
Prudential and state that he has been 
requested to call and see him about his 
policy. 

“He will probably ask you all about 
it,” says Mr. Maetschke. “Then in an 
earnest and enthusiastic manner, ex- 
plain to him that you are making this 

call as a matter of greater service and 
that it is your intention to cal! upon all 
policyholders in your territory at least 
once a year to give them real service in 
the way of information relating to their 
policies. As soon as the opportunity is 
offered comment on the splendid divi- 
dends being paid by the company, the 
willingness to make certain changes and 
amendments to policies, and last, but 
not least, incidentally show the advan- 
tages of having a new accidenta! death 
benefit and disability income contract.” 
Mr. Maetschke emphasizes all the new 
things in insurance and wants each 
agent in making his service calls to do 
likewise. He also tells them to give as 
much information about their company 
as possible. 

Mr. Maetschke reminds each indus- 
trial man of the experience which most 
of them have had of calling on a policy- 
holder only to find that he is carrying 
$10,000 or $20,000 with some other com- 
pany. He says, “We are the men who 
are constantly educating and introduc- 














ing insurance to young America but 


after these boys and girls have grown 
up, received their education and are en- 
tering business and holding responsible 
positions, we are inclined to lose track 
of them, with the result that in many, 
many cases, although they are con- 
scientiously paying for their $500 or 
$1,000 policy in our company, a repre- 
sentative from some other company will 
drop in and sell them $5,000 more.” 

Mr. Maetschke believes the industrial 
agent should have this business and be- 
lieves the service call plan will enable 
him to get most of it. He says that 
during the past nine months he has 
closed $250,000 of high-grade business 
on old policyholders and can, therefore, 
speak from experience in recommending 
the service call plan, 


Change at Baraboo, Wis. 

M. E. Gale has purchased a half inter- 
est in the Joyce Insurance agency at 
Baraboo, Wis., from M. E. Joyce. They 
will conduct the business as Joyce & 
Gale and have added the Prudential to 
their companies. Mr. Gale formerly had 
charge of Prudential work in the Bara- 
boo district, leaving a few months ago 
to become superintendent for the Pru- 
dential at Watertown. Mr. Gale trans- 
ferred into the ordinary branch of the 
company when he came into the Joyce 
firm. Mr. Joyce, the senior partner, 
established the business in Baraboo 
about two years ago. 





Prudential Ordinary Leaders 


The Prudential reports the 12 leading 
superintendents in the production of new 
ordinary business for 1922 as follows: 
J. Baker, New York; W. H. Joyce, Buf- 
falo; J. F. Bonner, Scranton; H. R. Kendall, 
Louisville; J. B. Myers, Chicago; P. F. 
Kielty, Wilkes-Barre; T. J. Stewart, New 
York; J. P. Zimmer, Milwaukee; J. R. 
Ireland, Chicago; A, C. Grant, Milwaukee; 
G. McGuire, Chicago, and G. Lee, Pas- 
saic, N. J. The 12 leading assistants in 
the production of ordinary business 
were C, F. Maetschke, Louisville: H. G. 
Gibbons, Los Angeles; C. E. Rowlett, 
Louisville; A. S, Kessler, Brooklyn; A. 
G. Schippel, Chicago; I. Goldstein, New 








York; C. H. Ford, Chicago; J. E. J; 
son, Scranton; A. W. Stuke, New Y,¢ 
K. E. Westberg, Chicago; W. J. Ro 
Tarentum; F. A. Baldwin, Chicago. % 
twelve leading agents who lead in 
production of new ordinary business 
the year were C. H. Miller, York, Pa; 
Schweiger, Middletown; J. F. Bald 
Hartford; I. Ratner, New York; B, 
Hollabaugh, Oil City; S. M. Rom 
Poughkeepsie; C. J. Muller, Los Ang 
H. L. Hoagland, Lousiville; M. Re 
zweig, Newark; T. D. Bartlett, New 
bany; M. F. Hoban, Scranton; W, 
Penning, Washington, D. C, 
























































Tennesse National Meeting 
Approximately 100 supervisors 
managers representing over 2,000 
men in 21 states were in attendance 
the conference of supervisors and m 
agers of the National Life & Acci¢ 
held in Nashville last week. The m 
ing was largely devoted to discussij 
and lasted the entire week. W. E. By 
heimer of St. Louis, Mo., a specialist 
in insurance salesmanship, made an 
dress on Thursday. The company had 
good year in 1922, the financial statem 
showing assets of more than $8,500, 
The ordinary life department closed ff 
year with $20,000,000 of insurance 
force, an increase of $10,000,000. 
company, as a whole, has $103,000,000 
life imsurance in force. Substantial 
creases were reported in the indus 
and casualty departments. The cg 
pany employs over 2,000 full time age 
and has over 1,000,000 policyholders, 


John Hancock Mutual 

The John Hancock Mutual Life 
promoted Daniel J. McCarthy of C 
bridge to assistant superintendent 
Waltham. Edward F. Foley, an agent 
Albany, has been appointed assistant 
the same district. Anthony C. Beato 
been promoted from agent to assis 
at Philadelphia. 


Life Industrial Notes 


P. E. Baldauf has been made assis 
superintendent of the Columbus, O., of 
of the Mutual Life of Baltimore. 
Mrs. Maggie Flauaus, wife of Jjovee 
Flauaus, superintendent of 

Hancock Mutual Life in East se Lule 
Ill, was found dead in her home Thut- 
day afternoon. Heart disease is belie 
to have caused death. 





“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 


ANNUITY 
COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «.7 Bide.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA | 

















FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
ested buyers of life insurance. Last year 
we distributed 47,604 direct TP wer in- 
terested prospects who had requested 
information. In 1921 this service, am 
Fidelity’s original policy contracts, brow 
us within 74% of ag unparalleled new 
business result of 1920 

Fidelity operates in 40 states, Full level 
net premium reserve basis. Insurance if 
force over $223,000.000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, 






















